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QUAKE LOSS ESTIMATED AT UNDER $2,000,000 


Adjusters At Scene Early—Interest in Business Rapidly Increasing 


Since 


OS ANGELES, CALIF., July 3.—One mil- 
lion, two hundred and fifty thousand dollars 
will be the total loss to be paid by insurance 
companies as the result of the earthquake that 
partially wrecked Santa Barbara Monday of 
this week and which has been followed by 
shocks of almost daily occurrence until today. 

The total loss of life has been 14 and the injured about 50. 
The total loss from the tremors, in Santa Barbara and 

vicinity, will not exceed $6,500,000, according to company and 

board officials. All wrecked buildings are in the heart of the 
business district. The coverage was mostly of modern hotels 
and office buildings that had been erected under bond issues and 
the morgagees required earthquake cover to protect the bonds. 

Insofar as can be ascertained, the Phoenix of London group 
was the heaviest carrier, having a gross line of $500,000, which 
was reinsured to a net of $35,000. Other heavy carriers were 
North America fleet, $454,000 gross ; Niagara, $193,000 gross ; 
Hartford, $100,000 net; Royal fleet, $77,250 gross; United 
States Fire, $85,000; Commercial Union fleet, $31,500; New 
York Underwriters, $20,000; Connecticut, $9,000; South Brit- 
ish-New Zealand, $13,500. These companies carried lesser 
amounts: Fireman’s Fund, Edward Brown & Sons companies, 
North British, Henley & Scott companies. 

It is reported that the Arlington Hotel, the largest hotel in 
the city, which was partially demolished, had asked for an earth- 
quake policy on Saturday preceding the quake and that the policy 
was delivered the day following the shock. This report has not 
been officially confirmed. 

The shock either destroyed completely or wrecked so badly 





Latest Disaster 


that they they will have to be rebuilt these buildings: Arlington, 
California, Samarkand, Cabrillo Carillo, Virginian, Berg, Paul- 
ding, Del Mar, El Camino Real and Grand hotels, St. Francis, 
County and St. Vincent’s hospitals, city and county jail, public 
library, city hall, high school, the San Marcos, K. of C., Pythian, 
Candish, Packard Auto and American Legion buildings, the 
Episcopal, Baptist, Methodist Episcopal, St. Anthony’s Uni- 
tarian, Our Lady of Sorrows churches and the historic Santa 
Barbara Mission, the Pacific Telephone exchange, First National 
Bank, Pacific Southwest Bank, Potter Theatre, Southern Cali- 
fornia Edison Company power plant, Southern Pacific Depot 
and round house, press and newspaper plants, a large number of 
stores and five residences in the Montecito millionaire suburban 
colony. 

The Sheffield reservoir broke under the shock and a large 
part of the damaged portion of the city was flooded by the 
onrushing waters. 

Half a dozen fires broke out during the catastrophe, but the 
firemen succeeded in putting them out before they spread into 
a conflagration. 

The California hotel, which was wrecked, had been opened 
but three weeks before the shock and it is one of the buildings 
erected under a bond issue on which earthquake cover was 
carried. The San Marcos building was another such structure. 

Secretary Richard Waldron, Jr., of the Board of Fire Under- 
writers of the Pacific, for Los Angeles, and Assistant Secre- 
tary Eugene Battles were ordered to the scene to help straighten 
up the losses and hasten adjustments. Adjusters from Los 
Angeles were hurried to the stricken city by airplane so that 

(Continued on page 25) 








Casualty, Surety, Etc. bi HE SPECTATOR Thursday 


UNDERWRITING AND INVESTMENT PROFITS AND LOSSES OF 100 CASUALTY AND MISCEL. 
LANEOUS INSURANCE COMPANIES “is A DECADE, 1915-1924 


(See article on page 5 
(Copyright, 1925, by The Spectator 0 New York) 











Increase Ratio 

(+) or De- Ratio Ratio Under. 
crease (—) Net Ex- writing 

in Con- Losses penses Profit 

Losses tingent In- In- (+) or 

PPand Funds, curred curred Loss 

Underwriting Invest Special Re Increase to to (—) to 

Underwriting Bt Expenses Under- Under- ment In- {Surplus §Dividends serves, Ex- (+) or Und-  Und- Und- 
Income Incurred writing writing comeand Farned Incurred cess Special Decrease Income Income Income 
Name and Location of Company Earned Profit Loss Accretion Deposits, (—) in Earned Earned Earned 

Ete, Surplus 

Casualiy Companies $ $ $ $ $ $ $ $ : % % % 
Aetna Casualty & Surety, Hartford. 87,243,354 eri Ue) 536,937 5,968,896 5,431,959 1,223,333 +38,454 +4,170,172 46, 1 54.5 —.6 
Aetna Lite, Hartford... ....5<6c00 195,008,765 194,199,443 BOOBee «ss. e aaa 9,967,179 10,776,501 6,450,000 +1,051,1383 +3,275,368 50.5 49.1 +4 
American Automobile, St. Louis.... 25,554,162 ZBEBIG ID —k.skewee 61,980 943,596 881,616 —86,250 +1,500 +966,366 51.7 48.5 —2 
American Casualty, Reading....... 7,786,206 oe ae 1,441 630,089 628,648 | +232,118 48.9 §1.2 — .02 
American Indemnity, Galveston.... 5,664,118 i oO s/n 495,358 822,801 327,443 —125,667 —60,744 +513,854 53.4 55.3 —8.7 
American Reins., Philadelphiab..... 6,475,923 6,671,449 ...... 195,526 1,206,466 1,010,940 162,500 — 36,985 +885,425 59.1 43.9 —3.0 
Columbia Casualty, New Yorkc.... 11,303,576 12,318,606 = ..eces 1,015,030 874.1 16 —140,914 —800,000 +58,876 +600,210 56.2 52.8 —9.0 
Commercial Casualty, Newark..... 37,211,034 7 fb.) es 606 ,437 1,874,567 1,268,130 —93,175 +172,745 +41,188,560 49.9 51.7 —1.6 
Commonwealth Casualty, Phila... . 6,351,788 GASECID 9 bkivces 79,831 207.539 127,708 139,187 —74,851 +63,372 49.1 52.2 —1.3 
Continental Casualty, Chicago..... 74,367 ,666 TOOOOORL  ——wivescns 1,018,955 2,935,550 1,916,595 1,678,000 —461,405 +700,000 48.8 52.5 —1.3 
Eagle Indemnity, New Yorkd...... 2,551,725 SIG TOL -seisinswrs 965,056 239,244 —725,812  ....... —962,500 +236,688 77.4 60.4 —37.8 
Employers Ind., Kansas City, Mo. = 2,137 ,429 11,807,585 nV ree 361,779 691,623 805,958 —264,179 +149,844 49.4 47.9 +2.7 
Employers Liability, BDSEON . < s:<5.<.5 5,169 169,331,934 Ly hh, | eget 7,343,742 13,236,977 7,075,262 +202,034 +5,959,681 51.9 44.7 +3.4 
Eureka Casualty, Philadelphiaf. os 929,705 1,607,165 8 | ee 446 547 769,087 151,000 —414,001 +1,032,088 50.3 33.0 16.7 
European Gen’! Reins., New York. 35,386,879 GBTOBE26- vccsese 1,366,949 2,682,431 1,315,482 —76,327 +601,582 +790,227 58.3 45.5 —3.8 
Federal Surety, Davenportc........ 2,330,038 2O84085 —-sisiien 354,047 188,444 —165,603 —52,589 —170,130 +57,116 45.6 69.6 —15.2 
Fidelity & Casualty, New York.... 146,798,133 146,656,501 ik ei Saree 7,750,296 7,891,928 5,115,000 —531,895 +3,308,823 48.2 51.7 +. 
Fidelity Union Casualty, Dallasc... 3,017,759 See NGo 8 sinct vars 4,424 136,163 131,739 120,904 —23,092 +33,927 60.6 39.5 — 1 
First Reinsurance, Hartford........ 14,130,616 14, "9s Ot rn 795,434 1,342,669 547,235 . <r +259,735 66.3 39.3 —5.6 
eer 1,465,876 2,473,531 1,007 655 —1,084,107 +447,132 +1,644,630 56.2 45.9 —2.1 


General Accident, Fire & Life, Phila. 67,963,621 69,429 ‘497 









































A PROMISE. 


General Casualty & Surety, Detroitb 6,007 ,354 6,236,654 = .csecee 229,300 331,375 102 2 rh <apeilee . —aeedediden +102,075 54.9 48.9 —3.8 
General Reins. Corp., New Yorkc.. 10,561,450 Pe | 898,396 900,951 —800,000 —120,224 +922,779 67.9 40.6 —8.5 
Georgia Casualty, Atlanta......... 21,343,069 v7 ee | 631,111 699,188 68’ 077 7 229,889 —258,930 +97, 118 53.4 49.5 —2.9 
Globe Indemnity, Newark......... 89,621,224 87,246,562 2,374,662  ....... 4,385,991 6,760,653 2,190,000 +1,478,131 +3,092,522 51.1 46 .2 +2.7 
Hartford Acc. & Indem., Hartford. . 89,288 406 ot is ee 2,070,978 4,379,136 2'308,158 250,000 io ikeccacs +2558, 158 53.5 48.8 —2.3 
Home Accident, Fordycei......... 3,595,496 3,128,932 Ce , 113,537 580,101 97 384 +336,728 +145,989 57.0 30.0 +13.0 
Hoosier Casualty, Indianapolisd... . 976,505 eet 627 GEASS sida cade 6,229 71,107 41,800 —10,197 +39,504 40.9 52.4 +6.7 
Indem. Co. of America, St. Louish. . 6,000,944 6,723,246. ....... 722,302 259,871 —462,431 12,500 —627 463 +1: 32 60.2 51.8 —12.0 
Indem, Ins. Co. of No. Amer., Phila.i ZLOIe0lS 8 ZE2O0 DOE ki viecwe 1,641,640 1,510,469 —131,171 145,000 —1,000,000 +723,829 53.1 54.5 —7 6 
Independence Indemnity, Phila.d. . 5,448,772 7,087,186 ....... 1,638,364 301,540 —1,336,824 —841,983 ........ —494’ 841 54.3 75.8 —30.1 
International Indem., Los Angeles’ 7,216,490 (fo 5 697 ,875 312,510 —385,365 —76,245 +46,815 55.0 54.7 —9.7 
London & Lancashire, Ind., Hartford 14,551,865 17,023,398 ....... 2,471,533 1,825,962 —645,571 —89,794 +1,171,689 59.9 57.1 —17.0 
London Guar. & Acc. New York...- 110,580,902 108,613,496 1,967,406 ....... 5,521,714 7,489,120 3,588.15: +961,135 +2,939,'833 52.2 46.0 41.8 
Manufacturers Casualty, Phila.f.... 2,959 694 2,662,530 POTAGE sh S50 429,701 726,865 538,466 —755 +189,154 53.7 36.3 +10.0 
Manufacturers Liability, Jersey City 16,623,947 15,628,306 OU \ ara 669,478 1,665,119 1,667,193 —315,055 +312,981 64.5 29.5 +6.0 
Maryland Casualty, Baltimore..... 163,798,414 aE EO 8.107,617 10,250,424 5,274,328 +420,340 +4,555,756 51.1 7.6 +1.3 
Mass. Bond. & Ins., Boston..... 57,979,492 58,839,187  ....... 2,194,366 1,334,671 360,584 —I135,814 +1,109.901 52.6 48.9 =n 
Metropolitan Casualty, New York.. L507 BBB 8 LEZTEZBSS nos cwcs 235,245 564,973 329,728 146,000 —280,001 +463,729 44.6 57.4 —2.0 
New Amsterdam Cas., Baltimore. 50,946,735 VAY. Oky ¢ (ee 1,582,886 3,134,223 1,551,387 417,383 —7 722:252 +1,856,256 54.4 48.7 —3.1 
N. J. Fidelity & Plate Glass, Newark 14,460,535 14,1 16.5 575 343,960 _......... 948,119 1,292,079 541,500 +100,097 +650,482 48.9 48.8 +2.3 
N. J. Manufacturers Cas., Trenton. 7,244,879 5,354,903 ESBOOIG  advewes 299,923 2,189,899 1,857,510 +83,253 +249,136 59.8 14.0 
New York Indem., New Yorkd.... 7,379,371 SROs | —_ ne 1,689,935 419,443 —1,270,492 _......... —1,750,011 +479,520 64.8 58.1 
N’western Cas. & Sur., Milwaukeed 2,190,274 Saeed ptaarters 825,169 265,166 —560,003  ........ — 309,625 —250,378 64.3 73.4 
Norwich Union Indemnity, N. Y.R.. 7,862,126 ln tg) eee 974,591 515,301 —459,290 —890,000 —74,531 +505,241 56.5 55.9 
Ocean Acc. & Guar., New York.... 109,141,765 105 Bin ie ee 6,452,566 9,715,989 6,220,009 +1,512,598 -+1,983,382 52.6 44.4 
Onio Casualty, Hamiltond......... 1,576,295 1, S0400° 8 i ewes 88,654 128,393 24,750 —25,000 +128,643 42.2 55.3 +2.5 
Penn. Mfrs. Ass’n Cas., Philadelphiaf 19,697,816 3 5,778,775 ...ee. 1,772,680 7,551,455 5,199,119 +1,206 +2,351,130 53.3 17.4 +293 
Phoenix Indemnity, New Yorkd.. 2.029,766 2,575,598 perros 545,832 778,444 (ES re —498,723 +731,335 59.3 67 .6 — 26.9 
Preferred Accident, New York . 36,699,174 34, 267, 97: 0 SASL IDG nn cweus 2,400,933 4,832,137 2,940,000 +1,362,337 +529,800 44.8 48.6 +6.6 
Republic Casualty, Pittsburghi. . 7,944,892 ky he rE 814.837 445,930 —368,907 —49,896 —17,800 —301,211 61.3 49.0 —10.3 
Royal Indemnity, New York.... 83,518,974 83,364,250 kis A oe ee 4,633,053 4,787,777 1,250,000 —259,453 +3,797,230 53.0 46.8 +.2 
Southern Casualty, Alexandria? 3,805,045 4,169,288 erdkaceat 364,243 147 6: 54 PE er —87 500 —116,650 —12,439 66.8 42.8 —9.6 | 
Southern Surety, Des Moines...... 40,412,205 40,489,053 sit... . 76,848 ‘ 343,872 +199 ,269 +670,292 47.5 52.7 — 2 
Standard Accident, Detroit........ 78.471,509 79,245,012 si... . 773,503 52 2,907 ,500 +121,976 +1,092,773 50.7 50.3 —1.0 
Sun Indemnity, New Yorkd........ 1,682,603 2,459,976 ....... 777,373 123,034 —654,339 200000 — 158526 —295'813 65.0 81.2 —462 
Travelers Indemnity, Hartford..... Be point ad Se ies 1,354,632 2,860,665 1,506,033 160,000 —13,931 +1,359,964 45.7 56.8 —2.5 
Travelers Insurance, Hartford ; : 31,076,686 BOGS TSF | Scisieris 22,045,421 23,709,178 11,550,000 +731,188 +11,427,9 5 48.0 +5 
Union Indemnity, New Orleans?.... 18, 663,: "203 567 oor 2 Gale adved 1,903,857 1,066,601 —837,256 3,683 — 287,491 13) ‘918 52.3 57.9 —10.2 
United States Casualty, New York 48,092,6 49 .062,2 969,601 2,488 ,206 1,518,605 1,222,500 —6 1,660 +357,765 54.8 47.2 —2.0 
U.S, Fidelity & Guar, Baltimore... 199,069,566 199,120, 060 50,494 8,623,791 8,573,297 5,070,000 —1,869,106 +5,372.403 50.5 49.7 —.02 
Zurich Gen’l Acc. & Lia., Chicago. . 51,341,504 52,129,572  ....... 788, 068 2,732,179 1,944,111 1,041,191 Ric. 545, 596 +357,324 58.4 43.1 —1.5 
Totals (61 companies)...... .. 2,736,793,4: 29 27: 39 ,973,7 15 Oe 4 3, 180, 286 149, 338,272 146, 157,986 70,557,226 —1,651,7 09 +77,252,469 51.7 48 4 —.1 
Accident and Health Com panie ; q 
aoe Bankers (A. B.), Jacenonvilicn 6,863,055 6,893,481 ....... 30,426 42,725 12,299 21,585  —23,506 14,220 37.1 63.3 —.4 
‘Amer. Nat’l (A. B.), Galveston. 3,081,128 2,724,722 S408 disease _weadoos 356,406 50,000 —391,989 +698,395 54.8 33.6 +11.6 
Brotherhood Accident, Boston. .... 3,552,925 3,444,594 et ee 107,416 195,747 MUD OOD oeitecaies +95,747 55.8 41.7 +2.5 
M Assur. (A. B.), Kan- 
——..: 12,062,686 11,806,936 255,750... . 82,377 338,127 60,281 +64,701 +4213,145 59.8 38.1 4211 
Saanee Gen’l (A. B.), Hartford. 6,665,955 7,049,074... ase 383,119 783,701 400,582 —289,349 —1,935,151 +2,625,082 42.9 62.8 —5.7 
Ity, Boston f........ 2,015,919 fie & ¢ | ee 8,816 58,012 49,196 —77,860 = ccc cence +127,056 41.5 58.9 —s 
Federal ome ak ....... 4.186.221 3,915,151 OTHOFTO! auc 168,018 439,088 ASE5OD is diness —46,412 38.2 55.3 46.5 
3t. Western Ins. (A. B.), Des Moines 6,094,486 5,815,529 PAGO sw do's 250,144 529,101 345,844 +97 ,448 +85,809 41.9 53.5 +4.6 
ied Ocean Casualty, Cincinnati. . ; 7,354,490 7,307 ,338 es 131,724 178,876 86,000 +51,187 +41,689 41.3 58.1 +.6 
Life & Accident \A. B.), 
gs | tcc Ahi SARIS 2,525,889 2,530,620... 4,731 19,697 14,966 | —50,000 +8,619 +56,347 44.8 55.4 —s 
..& A. (A. B.),Anchoragei 8,404,481 7,789,368 615,113 ....... 50,840 665,953 440,710 27,510 +197,733 38.3 54.4 47.3 
ae ein. Boston... 223-0 7,928,238 7,916,439 TUFOO — ssexaacdvs 286,307 298,106 111,046 +11,536 +175,524 59.8 40.1 +.1 
Ge ecaadunnetts Accident, Boston. 4,886,014 4,658,437 DITOUT sk icasaine 239,556 467,133 182500 +114:633 +170,000 45.7 49.7 +46 
Mass. Protective, Worcester....... 24, 615 1,326 24,099 ,034 i) S. |) re 936 ,069 1,452,361 570,000 — 3,936 +886,297 65.4 32.5 +2.1 
Metrenelitan Life (A. B.), N. ¥.. 9,476,084 ....... 825,657 —50 —825,707 323,716 +=9 —18,056 —1,131,367 78.4 31.2 9.6 
acmaaechs Acc., Springfield, Massa . 2,575, 2,535,192 en 69,458 109,691 SOOO wiecwsiees +79,691 54.2 44.3 +1.5 
Ni at’l Acc. & Health, Philadelphiai.. 1,873,661 1,810,582 Ef 32,841 95,920 46,000 —150 +50,070 37.1 59.6 +3.3 
(Concluded on page 21) 
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UNDERWRITING AND INVESTMENT 
PROFIT AND LOSSES OF CASUALTY 
AND MISCELLANEOUS INSURANCE 
COMPANIES IN TEN YEARS. 


fps results of the underwriting and 
investment transactions in the ten- 
year period from 1915 to 1924, inclusive, 
for one hundred of the largest and oldest 
of the casualty, surety and miscellaneous 
companies is presented on another page of 
this issue. In surveying the summary of 
the business of these organizations during 
the past decade, it is noted that the under- 
writing income earned was $3,252,404,- 
487 ; the net profit derived therefrom was 
but $14,049,090, or about four-tenths of 
one per cent. It will be further seen that 
but forty-nine of these companies had 
balances on the credit side. At the same 
time their investment income was $181,- 
979,727, which made their total earnings 
$196,028,817. After deducting $104,- 
593,975 paid stockholders in dividends, 
and increasing special reserves, etc., the 
combined companies show a total in- 
crease in surplus of $96,339,179. The 
results shown in tabular form are: 


Underwriting income earned..... $3,252,404,487 
Investment income accretion..... 181,979,727 
Increase in contingent funds, ete. 4,904,337 

We Gieaspadizee a $3,439,288,551 


Losses & underwriting expenses .$3,238,355,397 
Dividends and foreign company 


remittances Sr atealg ofa Niue ores 104,593,975 
Increase in net SUEDIUS!. 0506001516 96,339,179 
TO gs Sa ea ak $3,430,288,551 


The table for comparative purposes is 
divided into five general classifications. 
These divisions, group companies writing 


_ 


Copyright, 1925, by The Spectator Company, N. Y. 


general business or specializing in one or 
two special classes of insurance. 


The first group contains the transac- 
tions of sixty-one companies writing a 
general and diverse casualty and surety 
business. The aggregates of this group 
show that these companies had an under- 
writing income earned of $2,736,793,429 
against which the combined losses and ex- 
penses incurred were $2,739,973,715, thus 
showing a combined underwriting loss of 
$3,180,286, or a trifle over one-tenth of 
one per cent. However, inasmuch as the 
investment income was $149,338,272, sur- 
plus earned totaled $146,157,986. Divi- 
dends incurred amounted to $70,557,226 
and special deposits were increased 
$1,651,709, thereby permitting these com- 
panies in the ten years to increase their 
surplus by $77,252,469. 

There are twenty-seven companies con- 
fining their business to accident and health 
insurance with a combined underwriting 
income of $225,698,531, showing an 
profit after deducting 
underwriting losses and expenses incurred 
of $6,386,848 or 2.8 per cent. These com- 
panies had investment earnings amounting 
to $7,276,812, paid out, $7,076,316 in divi- 
dends, increased their special funds 
$1,689,416, and their surplus $8,276,760. 
From an underwriting standpoint, the ag- 
gregate transaction of these companies 
was quite satisfactory, and in considering 
their investment earnings, it must be 
borne in mind that some of the companies 


underwriting 


being mainly life insurance companies do 
not show their full investment income in 
their casualty exhibit. 

The third group contains seven com- 
panies confining their operations mainly 
to fidelity and surety business and had an 
underwriting income of $226,488,700, 
against which their total underwriting 
and expenses incurred totaled 
$217,208,102, with a resultant profit of 
$9,280,598. This was further augmented 
by $17,590,440 of investment accretion. 
After paying $20,685,085 to stockholders 
in dividends and increasing their special 
reserves by $1,149,398, the companies in- 
creased their surplus by $7,335,351. 

Two plate glass companies with an 
underwriting income of $20,027,815 had 
an underwriting profit of $791,344 or 3.9 
Their earnings including in- 


losses 


per cent. 
vestment profit was $2,352,024. They 
paid out dividends amounting to $1,728,- 
000, increased their contingent reserve 


~ 


J 


$193,864, and their surplus fund $817,888. 
The last group contains three companies ; 
one, confining its operations to credit in- 
surance, which: showed an underwriting 
profit of 2.7 per cent and increased its 
surplus by $404,129. The second was a 
live stock company, which had an under- 
writing income of $5,069,572 at a loss of 
9.4 per cent, but by its investment earn- 
ings and a contribution to surplus showed 
a surplus increase of $192,954. The third 
company confines its operations to steam 
boiler insurance and had an underwriting 
profit of 3.5 per cent and an income earn- 
ing of $26,006,900. This company shows 
a surplus increase of $2,059,628. 

A study of this table is interesting in 
that it indicates the close margin upon 
which casualty insurance is written in the 
United States. In considering the volume 
of business transacted, the capital in- 
vested, and the protection afforded a com- 
bined underwriting profit of but .4 per cent 
for one hundred representative and suc- 
cessful companies would seem to indicate 
that the rates charged the insured are on 
a minimum basis, for, while up to the 
present time economical management and 
wise investments have permitted certain 
dividends to be paid stockholders, it 
hardly seems a desirable proposition for 
companies to be forced to depend upon an 
incident of their business for their profit. 





Norwich Union Fire Bought by Norwich 
Union Life 

A controlling interest in the stock of the 
Norwich Union Fire of Norwich, England, 
which for some years has been held by the 
Phoenix of London, has been sold to the Nor- 
wich Union Life of Norwich. -It is expected 
that there will be no change in the conduct of 
the United States branch, which has been op- 
erated independently during the period of 
stock ownership by the Phoenix under the 
capable management of Hart Darlington. 


French Year Book Issued 

The Annuaire des Societes D’Assurances 
Operant en France, dated 1925, has been pub- 
lished by La Semaine. In addition to laws re- 
lating to insurance matters, information is 
presented relating to many insurance com- 
panies, including the names of officers and 
directors, and in numerous instances also giv- 
ing statistics relating to the companies. 


W. W. and E. G. Potter Appointed 

The Concordia of Milwaukee and the Supe- 
rior of Pittsburgh, both now members of the 
Firemens of Newark group, have appointed 
W. W. and E. G. Potter of San Francisco 
as managers for California. 
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WEIGHING THE PROFITS 


In the language of commissions, the Scales tell the story of the multiple advantages of 
representing a multiple line Company. 


Success speaks in several languages but the mother tongue speaks more accurately in 
terms of profit to the salesman. 


ACCIDENT AND HEALTH insurance is protection at the source—cementing the 


foundation of every insurance program, the individual income. 


LIFE INSURANCE carries on—protecting insurance needs, and completing the 
program. 
MULTIPLE LINES ARE MUTUAL BUILDERS 
OF THE SALESMAN’S PROFITS 


WEIGHING THE PROFITS IS 
THE FINAL TEST 


noIeN 


MISSOURI STATE LIFE INSURANCE CO. 


HOME OFFICE, SAINT LOUIS M. E. SINGLETON, President 


LIFE # ACCIDENT # HEALTH # GROUP 
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ETNA LIFE WRITES NON-MEDICAL 


Will Consider Application Not Exceeding 
$5000 


Hartrorp, Conn., July 2—Applications for 
insurance without medical examination in 
amounts not exceeding $5000 are now being 
entertained by the A£tna Life Insurance Com- 
pany. This announcement was made to-day 
by Vice-President Kendrick A. Luther, who 
also made public the contents of a letter of in- 
structions regarding the plan which he ad- 
dressed to all general agents. 

In his instructions, Mr. Luther says that 
non-medical applications will be considered for 
persons up to and including the age of 55, and 
that the plan will apply to women as well as 
to men. Disability clause number 4 and double 
indemnity will be granted in accordance with 
the regular underwriting rules of the company. 

Plans New Building 

The Kansas Life Insurance Company, To- 
peka, Kan., has announced plans for a new 
home office building opposite the State capital. 
F. H. Scholle, secretary and general manager 
of the company, announces that the building, 
construction of which will begin shortly, will 
be erected at a cost of $135,000. Plans have 
been made to add additional stories as they 
are demanded. 

The building will be of Doric design, faced 
with Carthage stone and granite. Large art 
windows will decorate the two street sides. 
The company will use the main and mezzanine 
floors as well as the basement. On the main 
floor will be located the offices of President J. 
H. Edwards and the other officers. The 
directors’ room will be located on the mezza- 
nine front. 

The Kansas Life was organized in 1914 and 
now operates in five States. It contemplates 
entering two more in the near future. It has 
about $16,000,000 of insurance in force and 
assets of principal 
officers are: J. H. Edwards, president; Dr. 
F. H. Scholle, secretary and general manager; 
Governor Ben S. Paulen, treasurer. 


about $2,500,c00. Its 

















WOULD MODIFY TAX LAW 


New York Life Leads Iowa 
Action 








LARGE FUNDS INVOLVED 





Tax on Full Premium Held Unfair as Part 
of Money Is Returned in Form of 
Dividends 


Des Mornes, Iowa, July 6.—Insurance com- 
panies are watching with interest the out- 
come of a case pending in the Polk county 
district court before Judge Lester I. Thomp- 
son wherein the New York Life Insurance 
Company seeks to modify the application of a 
law passed by the Iowa Legislature away back 
in 1878 fixing a tax of 2% per cent on the 
money paid in on insurance policies. The tax 
is exacted from life insurance companies when 
the policyholder pays the premium. 

The contention of the attorneys for the New 
York Life Insurance Company is that the law 
is unfair to insurance concerns because it does 
not take into account the fact that much of 
the money is returned to policyholders living 
in the State in the form of dividends each 
year. They ask that the full amount of the 
money paid in dividends to the residents of 
Iowa each year be deducted from the grass 
amount of taxes paid by the insurance com- 
pany on its policies. 

Legal forces of the State, headed by Attor- 
ney General Ben. J. Gibson, are making a 
forceful resistance to the action instituted by 
the New York Life. More than a million dol- 
lars are involved and if this company is swe- 
cessful all others situated will 
make a like demand for a return of large 
The case is so far- 


similarly 


funds paid in the past. 
reaching in its demands that an alarming sit- 
uation has been evolved that has aroused the 
attention of all life insurance companies do- 
ing business in the State. If the New York 
Life wins Attorney General Gibson avers that 
it will have a direct bearing upon insurance 
taxing laws in a dozen different States. 
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HOLD CELEBRATION MEETING 


J. D. Bookstaver Agency of Travelers 
Wrote $8,057,500 in June 

The J. D. Bookstaver New York city gen- 
eral agency of the Travelers Insurance Com- 
pany held a meeting in the rooms of the New 
York Press Club on Wednesday of last week 
at which it was announced that the agency had 
written life insurance totaling $8,057,500 dur- 
ing the month of June. It will be recalled that 
June was Policyholders’ Month with the Trav- 
elers and that during that time the company 
accepted applications up to $10,000 each with- 
out medical examination provided they came 
from old policyholders. The total for the 
entire company during June was about $50,- 
000,000 and, of this amount, the Bookstaver 
agency wrote about 16 per cent. 


Regular Examination On 

The New York Insurance Department is 
conducting its regular examination of the San 
Francisco office of the Metropolitan Life In- 
surance Company. For this purpose, Terrence 
Cunneen, third deputy superintendent, and his 
aids, have gone to the coast. The report will 
be ready sometime in September. 


To Attend American Life Convention 

John D. Sage, president of the Union Cen- 
tral Life Insurance Company, Cincinnati, Ohio, 
will head a committee from the Association of 
Life Insurance Presideats, which will attend 
the annual meeting, this fall, of the American 
Life Convention. The other members will be: 
Frederic H. Rhodes, president of the Berk- 
shire Life Insurance Company, Pittsfield, 
Mass., and M. Albert Linton, vice-president, 
Provident Mutual Life, Philadelphia, Pa. 


Washington After 1926 Meeting of 
N. A. L. U. 

Wasuincton, D. C., July 6.—Washington 
will send a strong delegation to Kansas City 
to attend the annual meeting of the National 
Association of Life Underwriters, with in- 
structions to make every effort to induce the 
National Association to hold its 1926 annual 
meeting in Washington. A conference will be 
held in Washington July 9, attended by mem- 
bers of the Washington Association and asso- 
ciations in neighboring cities, to lay the plans 
for capturing next year’s meeting. 





The Philadelphia Association has also made 
a move to capture the 1926 meeting on account 
of the sesquicentennial celebration there next 
year. 

A delegation carrying a strong invitation 
will travel to Kansas City this fall. 

It is believed, on account of the fact that 
the 1926 meeting will be an international one, 
that is participated in by the Life Under- 
writers Association of Canada, that plans 
have already been made. It is understood that 
Detroit has been definitely selected, on account 
of its accessibility to both bodies. 


Sore te Sarge te Ee 








THE SPECTATOR Thursday | 











9 


Civilization Follows The Fla g ‘‘Righteousness Exalteth a Nation’ 


Likewise 


But 
Life Insurance Enriches a Nation 


The Flag Follows The Missionary 


The 
INTER-SOUTHERN 
LIFE INSURANCE COMPANY 


Louisville, Kentucky. 


In the same degree that 
the missionary preaches 
righteousness (right living) 


The 
Life Insurance Agent Is 
also a Missionary Preaching 
Salvation from Ignorance 
and Shortsightedness. 


Equips its missionaries (agents) with policy contracts 
designed to meet the need of every eligible individual 
and also the need of every individual group on the 
basis of Stewardship (Service). 


The 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


LOUISVILLE, KENTUCKY 











—Is A Good Company— 


Clean—Strong—Progressive 


If you are a clean, strong, progressive agent we may have a place for you. 
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TEXAS 
AGENCIES OPEN 
RESOURCES 
Over One Million Dollars 


OUTSTANDING INSURANCE 
Over Twelve Million Dollars 





For particulars write 


THE WESTERN NATIONAL LIFE INSURANCE CO. 


P. O. Box 2131, Denver, Colorado 


Note: During the 12 years we have been in business we have never contested a 
death claim nor have we ever lost a dollar on any investment. No past due interest 
December 3lst, 1923. 
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JUST PUBLISHED 





A NEW BOOK 


By 


ALEXANDER 


On 


INCOME. 
INSURANCE 


This book deals in a novel way 
with this important subject. 


WILLIAM 


Agents who have sold Income In- 
surance, and those who have failed 
to sell it, will find it invaluable. 


It demonstrates the fact that what 
is best for the family is best also for 
the agent—that agents who offer 
Income Insurance in appropriate 
cases make more money than those 
who do not. 


It emphasizes the fact that preach- 
artists, 
writers and other men who lack 


ers, doctors, teachers, 
business training are as incom- 
petent to take care of their money 
as women, and that if women were 
trained they would be as competent 
investors 2s business men. 


It proves that women suffer less 
from get-rich-quick swindles than 
through investments that appear 
to be conservative, but are not, 
or which deteriorate after purchase. 


One chapter in this book contains 
a longer list of good income selling 
points than has ever before been 
gathered together. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: Pyblishers 135 William Street 
Insurance Exchange NEW YORK 








Selection and Training of Salesmen 
By Epwarp A. Woops 


The book entitled “The Selection and Train- 
ing of Salesmen,” discussing scientific methods 
in developing the sales organization, by H. G. 
Kenagy, formerly assistant director of the 
bureau of personnel research, of Pittsburgh, 
and Dr. C. S. Yoakum, formerly director of 
the same Pittsburgh bureau, is an invaluable 
treasury of information and contains the 
results of years of experience gathered by 
these exceedingly careful investigators. It 
ought to be read and studied by everyone in- 
terested in th selection and training of sales- 
men. Having been intimately associated with 
Dr. Yoakum and Mr. Kenagy in the years of 
investigation that they have incorporated in 
this book, I appreciate the painstaking work 
that was put into this book of only a few 
hundred pages. 

I have also been constantly impressed with 
the scientific attitude of these men toward re- 
sults. They do not make investigations to 
prove preconceived ideas. Over and over again, 
they have followed an apparently plausible 
theory to find that tested out by practical 
experience it did not prove what it appeared 
to prove at all. While this is true of new sug- 
gestions, they have also disproved a great many 
other things that those of us who have spent a 
lifetime in trying to select salesmen believed 
to be true; and the book is as valuable in dis- 
closing wrong methods and erroneous ideas of 
the past as it is in suggesting new methods. 

There is a fund of information in this book 
that no person interested in the selection and 
training of salesmen can afford to be without; 
and there are forms suggested that have been 
tested by the experience of years, perhaps cov- 
ered by thousands of cases, and forms often 
selected after gathering the forms used by 
scores of firms, that should prove invaluable 
to anyone really anxious to know and not 
merely guess at methods of selection of sales- 
men. 

It is particularly valuable inasmuch as these 
researches have not been confined to insurance 
salesmen only. We have had results in our 
own line checked up through the work of these 
people in comparing with and utilizing the 
methods of other sales organizations. 


Morton S. Hawkins Will Ask for New 
Trial 

INDIANAPOLIS, IND., July 3—A new trial will 
be asked for Morton S. Hawkins, Portland, 
Ind., former head of the Indiana National Life 
Insurance Company purchased by the Inter- 
Southern of Louisville at a receiver’s sale some 
months ago. Hawkins was found guilty 
by a jury in Federal court here under an in- 
dictment charging improper use of the mails. 

The court will sentence Hawkins Mon- 
day afternoon. In the event a new trial is de- 
nied, counsel for Hawkins will file — peti- 
tions for a writ of error and a writ of super- 
sedeas which would, if granted, amount to re- 
lease of the defendant under bond pending ap- 
peal of the case to the circuit court of appeals. 
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George A. Myer Appointed 

George A. Myer has been appointed mranager 
of the Baltimore office of the Guardian Life 
Insurance Company of America, effective as 
of July 1. 

Mr. Myer is a graduate of Johns Hopkins 
University and, during the World War, served 
with the American army in France. He is an 
experienced life insurance salesman and execu- 
tive and has lived in Baltimore for a number 
of years. 


Roy Heartman to Hold Outing 

Des Mornes, Iowa, July 6.—Roy Heartman, 
agency manager here for the Equitable Life 
Assurance Society, announces a three-day dis- 
trict meeting and outing for the Iowa organiza- 
tion July 13, 14 and 15 at Mason City and 
Clear Lake. 

Frank H. Davis, agency vice-president of 
the company, has accepted an invitation to at- 
tend the conference. He is a former Iowan. 


Mrs. B. A. Grant Made Assistant 
Secretary 

The board of directors of the Pacific Mutual 
Life Insurance Company of California, at its 
June meeting, appointed Mrs. Bertha A. Grant 
assistant secretary of the company. Mrs. 
Grant has been secretary to President George 
I. Cochran since before he became head of 
the Pacific Mutual and is thoroughly experi- 
enced in all details of home office work. 
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“Protector of the Home” 


In Five Years 
this Company has. increased 


its businessinforce............ 147% 
its premium income........... 133% 
§EG BAGGED ee oe oa osc cin Caoaae 190% 
MiG NOGGENOG SS ance ow ceo canes 267% 


its surplus to policyholders. ...17.5% 


It’s a good Company 
to tie to 


Many opportunities are available 
in Arkansas, Florida, Iowa, Ken- 
tucky, Michigan, Mississippi, Neb., 
N. J., Ohio, Pa., Tenn., Texas and 
W. Va. 


THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 
CINCINNATI, OHIO 


T. W. Appleby, Pres. 
W. F. Macallister, Agency Mgr. 











THE SPECTATOR Thursday : bi 
































Ch 
9 
MANUFACTURERS’ LIABILITY 
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Workmen’s Compensation, Auto Liability, Property * — 
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See Eaeee- Violins, Cellos, Harps and other valuable Instruments _ 
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PAGING MR. COLUMBUS 


Supe 
NO, NOT “CHRISTOPHER COLUMBUS!” We 6. 
are in search of a man who has lived in COLUMBUS, HOME OFFICE igi 
Ohio, for a number of years—who knows the people CHICAGO plan a: 
there and who is favorably known by those people. ILLINOIS 7? 0: 
Salesma 
A large, ‘‘old-line,”” mutual Life Insurance Company 
now operating in twenty states needs such a man as 
their General Agent in Columbus, where they are not scemameiend Char 
at present represented. This is an unusual chance for eetieg 
an ambitious man with a sales past to make a life-long Bin the. 
connection. ALFRED CLOVER F in Pla 
Address, in confidence, CHAIRMAN BOARD - =‘ morning 
OF DIRECTORS : Mr. | 
“PORTER” care of THE SPECTATOR for twe 
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STRIKE SNAG 


Chrysler Insurance Scheme May Not 
Be Approved in Vrginia 


QUESTION OF DISCRIMINATION 


Colonel Button Calls for Hearing—Will 
Enforce Laws Strictly—Many Doubt- 
ful Issues 


RicuMonD, Va., July 6.—It is likely that 
John B. Alsop, representing the Chrysler and 
Maxwell automobile manufacturers in Rich- 
mond, as manager of the local agency, has 
struck a snag in his offer to place fire and 
theft insurance on these automobiles. The 
manufactures of these cars have been adver- 
tising their insurance scheme extensively in 
several States, and advertisements appeared in 
the Richmond papers Sunday similar to those 
which have been run in other cities. Monday, 
Joseph Button, Insurance Commissioner of 
Virginia, issued the following statement: 

With reference to the plan for insuring 
Chrysler and Maxwell automobiles, while I 
am not yet fully advised concerning details, I 
am convinced that a number of Virginia in- 
surance laws will be violated. The company 
with which the insurance is to be placed is 
licensed in this State, but the brokers, Alex- 
ander & Alexander, Inc., are not. If the plan 
is approved every dealer must be registered as 
an insurance agent, and a regular form in- 
dividual policy, properly countersigned by a 
resident agent, must be delivered in each case. 
The acceptance of the insurance must be op- 
tional with the purchaser, and no coercion will 
be permitted. Regular cancellation provisions 
with return of unearned premium must apply 
in all cases. As rates appear to be consider- 
ablv less than standard, the insurance company 
will be required to file special rates, which 
must be applied on request to all other makes 
of cars having the same classification. Dis- 
crimination in favor of Chrysler and Maxwell 
cars will not be permitted. I intend to apply 
maximum penalties in cases of all violations 
occurring after this matter is brought to the 
attention of the dealers. 

Col. Button lost no time in bringing the mat- 
ter to the attention of the Richmond dealer. 
He wrote to Mr. Alsop on Monday, asking him 
to attend a hearing at the department. 


Superintendent James A. Beha, of New 
York, held a hearing yesterday on the ques- 
tion. Superintendent Harry L. Conn, of Ohio, 
has stated that he doubts the legality of the 
plan and has issued an order prohibiting the 
sale of automobile 


automobile insurance by 


salesman. 


Death of Charles M. Slocum 

Charles M. Slocum, special agent and ad- 
juster for the Continental Insurance Company 
in the State of New Jersey, died at his home 
in Plainfield, N. J., three o'clock Monday 
Morning, June 20. 

Mr. Slocum had been with the Continental 
for twenty years, and was well liked by every- 
one with whom he came in contact. 


FOREIGN COMPANY AGENTS WILL 
GET ILLINOIS LICENSES 
Attorney General Issues Ruling in Two Per 
Cent Premium Tax Case 


Cuicaco, Itu., July 6.—Several hundred for- 
eign fire insurance companies organized under 
the laws of other States are the beneficiaries 
of an opinion handed by Oscar Carlstrom, at- 
torney-general of Illinois, to Clifford Ireland, 
director of trade and commerce, declaring that 
he had the right to renew the license of the 
companies and some 30,000 agents in the State 
on the ground of public policy. The opinion 
was the outgrowth of a decision of the Illinois 
Supreme Court holding that the 2 per cent tax 
on premiums was constitutional and that no 
licenses should be issued companies in default. 
Immediately an opinion of Attorney General 
Carlstrom was sought by Director Ireland and 
the above opinion overriding the decision of 
the court was handed United States 
Senator Deneen represented the companies be- 
fore Carlstrom. The opinion affects the annual 
July license renewal. Senator Deneen argued 
that had his opinion been otherwise 90 per cent 
of the fire insurance of the State would have 
been affected and that the companies and their 
agents would have been put out of business, 
issuance of new policies and renewal of the old 
would have been stopped and the credit struc- 
ture of the State irreparably crippled. It was 
further pointed out that 30,000 agents would 
have been practically deprived of a livelihood. 


down. 


TO CONFER ON UP-STATE 
COMMISSIONS 
Syracuse Division of Rating Organization 
to Be Discussed July 15 


Sumner Rhoades, secretary of the New York 
Fire Rating Organization, has asked member 
companies to confer July 15 on the commission 
situation in the Syracuse division. This meet- 
ing will be for discussion only with a view to 


formulating plans for later adoption. Mr. 


Rhoades’ letter follows: 


Under date of March 18 we forwarded you 
Bulletin No. 8 calling to your attention the fact 
that the subject of commissions was receiving 
the serious attention of company officials and 
that the Insurance Department of New York 
State was also giving the matter earnest con- 
sideration. We asked whether you were will- 
ing to join a movement having for its special 
purpose a limitation of commissions in the 
Syracuse division of our rating organization, 
which includes all of the State of New York 
except Buffalo, New York city and suburban 
New York city territory. 

The replies were so largely favorable as to 
the advisability of considering the subject that 
a meeting is called for 2 p. m., daylight sav- 
ing time, July 15, in the meeting room of the 
New York board, eleventh floor, 123 William 
street. We strongly suggest that you be ade- 
quately represented at this meeting, as presum- 
ably the preliminary steps will be taken for the 
formation of a voluntary organization looking 
toward some control of commissions in the in- 
dicated area. 

We wish to take this occasion to state that 
the rating organization, in view of the recent 
court decision, can presumably go no further 
than it has, namely, serve as the channel for 
bringing the subject to the attention of our 
members and subscribers. 


II 


JOINS FIREMENS 


Herbert A. Clark Made Assistant 
Western Manager 


LEAVES NATIONAL LIBERTY 


J. C. Brown Promoted to Take His Place 
—Made Assistant Secretary 
Herbert A. Clark, vice-president in charge 
of the Western department of the National Lib- 
erty Insurance Company, has resigned to be- 
come assistant Western manager of the Fire- 
mens Insurance Company, Newark, and will 
shortly leave for Chicago to join Waite Bliven, 
Western manager of the latter company. J. 
H. Gwinn, general superintendent of agents at 
the Western department of the Firemens, has 
been promoted to assistant Western manager 
at the same time. Mr. Clark’s work at the 
National Liberty will be assumed by J. C. 
Brown, who was last week elected assistant 
secretary. He has been assistant to Mr. Clark. 
Herbert A. Clark has been for the past four 
years manager of the National Liberty’s West- 
ern department, and recently came to New 
York when it was decided to move the West- 
ern office here. He was not, however, in 
sympathy with the project and his preference 
for Chicago was well known. He has many 
friends there who will be glad of his return. 
Mr. Clark joined the loss department of the 
Germania Fire (now the National Liberty) 
in 1905 and eventually became general adjuster 
for the Western department. In 1917 he be- 
came assistant manager and in 1921 manager. 
Early this year he was elected a vice-president 
and director of the National Liberty and vice- 

president of the Baltimore-American. 

J. H. Gwinn has had an extensive experi- 
ence both in the office and in the field. He 
came to the Firemens in 1913, traveling the 
Wisconsin field. His successes there led to his 
being called to the Chicago office in 1920 as 
superintendent of agents. In 1923 he became 
general superintendent of agents. 

J. C. Brown, who becomes assistant secre- 
tary and Western manager of the National Lib- 
erty, came from his father’s local agency in 
Rockford, Ill., which he joined in 1903. He 
traveled several Western Svates, and became 
Wisconsin State agent for the National Liberty 
in 1920. He came to Chicago in 1924 as assist- 
ant Western manager for the company. His 
rapid promotion is thoroughly merited and will 
undoubtedly be pleasing to his many friends 
in the Western field 


Record of Business by States 


The record.of business in each of the States 
and territories of the United States, by the 
joint stock fire insurance companies in 1924, 
with aggregates for forty-five years, has been 
the Underwriter Printing and 
It gives the risks writ- 


published by 
Publishing Company. 
ten, premiums received, losses paid and losses 
incurred of the stock companies by classes for 
1924, with totals from 1880 to 1923, inclusive, 
for the fire business. 
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“What the Agent Wants 


1. The Company 
(a) .Standing. 
(1) Not the “‘never heard of” kind. 
(b) Reputation. 
(1) Strong—Safe—Honest. 
(ec) Contract with Agent. 
(1) Personal. 
(2) Helpful. 





2. Policies 


(a) Cost. 
(1) Must meet competition. 


(b) Salability to every type of Prospect. _ 
(1) A couple of forms are not enough. 
(ec) Special Features. 


3. Co-operation 


(a) When he wants Service—he doesn’t want a 
form letter. 


The International knows what the agent 
wants—Let the International show you 
how it meets these wants. 


FASTEST GROWING COMPANY 
IN THE MISSISSIPPI VALLEY 


International Life Insurance Co. 
St. Louis, Missouri 


J. R. PAISLEY, President W.K. WHITFIELD, Vice Pres. 
W. F. GRANTGES, Vice Pres. and Gen’! Mgr. Agents 


























Central States Life 


Insurance Company 
St. Louis, Mo. 








General Agency Openings 


FLORIDA 
TEXAS 


UTAH 


in 
ILLINOIS 
MINNESOTA 


SOUTH DAKOTA 





Assets $6,500,000 





Insurance in Force 


$65,000,000 











































A Progressive SURETY and CASUALTY Company 




















OPENINGS AT 
Boise, Idaho 


Pocatello, Idaho 


Rockford, Ill. 
Springfield, If. 


Fort Wayne, Ind. 
South Bend, Ind. 
Terre Haute, Ind. 
Burlington, lowa 
Davenport, lowa 

Mason City, lowa 


Pueblo, Colo. 
Louisville, Ky. 





Lincoln, Nebr. 
Billings, Mont. 


Great Falls, Mont. 


Helena, Mont. 


Missoula, Mont. 
Columbus, Ohio 


Dayton, Ohio 


Springfield, Ohio 


Toledo, Ohio 


Amarillo, Texas 


El Paso, Texas 
Houston, Texas 


Cheyenne, Wyo. 


Roanoke, Va. 


Grand Rapids, Mich. 


“Poor Richard” Said— 


‘All that glitters is not gold.”’ 
Promises and Percentages may be 
made to glitter”"-——-BUT 
The real gold that an Agency contract puts 
into YOUR pants-pocket is the real measure 
of that contract. 
DURING 1924 THE RENEWAL 
INCOME PAID MINNESOTA 
MUTUAL AGENTS AVERAGED 
1. For Agencies less than five years old $3,500, 
2. For Agencies up to seven years old $6,000, 
3. For Agencies over Ten years old $25,000, 
REMEMBER THAT’S JUST RENEWALS! 
These men know how real gold glit- 
ters—and they know it paid them 
to get and keep an Agency contract 
that is right. 
On Agency Matters Address, 


2nd Ee ent. 
The Minnesota Mutual Life 
Insurance Company 


Saint Paul—‘‘Where the Great North- 
west Begins.”’ 


The Minnesota Mutual Now a $107,000,000 
Company 
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NEW ORLEANS ‘NEWS-LETTER 


As to Ways and Means of Getting Flat 
Commission Rate—A Proposition 


New Oreans, La., July 3.—To secure the 
benefits, both from the angle of income and 
that of the simplification of accounts, which 
will accrue through putting into effect the 20 
per cent straight commission proposition, the 
agents in Louisiana must bestir themselves, for 
the difficulties which lie in the road are seri- 
ous, though not, in my judgment, insurmount- 
able. 

It is of course well understood that the 
establishment of the 20 per cent straight com- 
mission in the S. E. U. A. territory was based 
upon separation and the extension of the prop- 
osition to other territory will undoubtedly de- 
pend upon the same condition. 

Now so far as Louisiana is concerned it is 
felt that any effort to bring about separation 
through any means that would savor of coer- 
cion would encounter a defiant lion in the path 
in the anti-trust laws of the State. 

Of course if in the conduct of the business 
and in the relations between the agents and 
the companies punctilious integrity and scrupu- 
lous good faith always prevailed, the difficulty 
could be easily met and virtual separation 
brought about through a vcluntary agreement 
on the part of each agent not to accept from 
any company in his agency on any class of 
business a higher grade of commission than 20 
per cent. But the companies realize from re- 
iterated experience that they cannot depend 
upon such an agreement being faithfully lived 
up to and so, as the late Prince of Denmark 
observed: “There’s the rub.” 

There is a homely old dictum whose verity 
has been unquestioned from time immemorial 
to the effect that “there are many more ways 
of killing a cat besides choking it to death 
with butter,” and so it behooves the wise 
heads of the Louisiana Insurance Society to 
get together and devise some efficacious way, 
other than the “butter route,” to get rid of the 
cat. 

I don’t believe the companies will care how 
the cat is killed provided of course that the 
method and the deed are safely within the law 
and that the cat be truly dead, beyond the hope 
of resurrection. 


A ComMIssIon OFFER 

In connection with this commission question 
just now occupying the center of the State in 
these parts there comes to me, backed by sub- 
stantial and reliable authority, the following 
story which may prove of interest. 

A certain local agent in an important interior 
town in Louisiana who represents in his agency 
a formidable array of ten independent fire in- 
surance companies, all paying graded commis- 
sions, was approached by a suave representa- 
tive of a certain fleet of companies who sub- 
mitted the following proposition: 

“If you. will resign the agency of the com- 
Panies in your office I witl immediately give 
you the agency of one of my companies whose 
carrying capacity will be equal to that of the 











POLICYHOLDERS’ LETTERS 








In a former issue of THE SpectaTor, refer- 
ence was made to the widespread public de- 
mand for the Fire Insurance Pocket Index and 
a sample list of various classes of policyhold- 
ers, subscribers to that publication, was printed. 
The list included railroads, national banks, 
savings banks, trust companies, building and 
loan associations, private bankers and stock- 
brokers, mranufacturers, contractors, lawyers, 
merchants, mortgage companies, auditors, in- 
vestment companies, general publishers, public 
officials, credit-rating institutions, and many 
other important businesses. 

Many fire insurance companies, agents, gen- 
eral agents and brokers widely and wisely dis- 
tribute the Fire Insurance Pocket Index so as 
to reach thousands of customers. If all the 
companies could be persuaded to act concert- 

EL PASO, TEXAS 


Gru & STANTON STREETS 
ELEPHONES MAIN 586-537 


CHIHUAHUA, CHIH., MEX 
SAN ANTONIO, CHIH., MEX 


edly in furthering the distribution of the Fire 
Index, the best interests of insurance would 
be served to advantage. This is obvious from 
the opinions of the many policyholders who 
testify to the usefulness of this publication. 
Leaders in the fire insurance business have 
long maintained that the public should be edu- 
cated as to the narrow margin of profit in 
such underwriting, and the real facts are fully 
demonstrated by the Fire Index. The Spec- 
tator Company has on file a number of letters 
from property owners and policyholders who 
appreciate the value of the Fire Index as a 
work of reference, and state that they use this 
publication daily in the conduct of their busi- 
ness. One of these letters is presented below, 
and others will appear in THE Spectator from 
time to time. 
© JUAREZ, OBIH., MEXICO 


CALLE PORVENIR 
CELEPHONE MAIN 1165 


RIO GRANDE LUMBER & FUEL COMPANY 
RETAILERS OF 
LUMBER. BUILDING MATERIALS 
AND FUEL OF ALL KINDS 


& B. SAUNDERS, MANAGER 


The Spectator Co., 
New York City. 


Gentlemen: 


El Paso, Texas.,May 30,1925. 


We are enclosing seventy five cents in stamps to 


cover the pocket index recently sent us. 


We find it very handy in checking the policies 


written by our brokers. "hile we expect our brokers to 


Place our insurance in good companies, there are many times 


they fail to do so, and we have come to rely on your pubs 


lication. 


Yours truly, 


Rio Grande Lumber & Fuel Co., 


By 





aggregate carrying capacity of all the com- 
panies in my fleet which will be more than 
sufficient to take care of all your business and 
will pay you a flat commission of 25 per cent 
and a contingent commission of 10 per cent.” 

This seemed at first an enticingly attractive 
proposition, for the agent quickly figured that 
it would mean an increase of from $250 to $300 
in his annual income. 

After giving the matter considerable thought, 
which thought was fed and spurred on by 
sundry subtle and persuasive remarks from 
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the aforesaid suave representative, the agent 
respectfully declined to accept the proposition. 

“T have represented,” he said, “the companies 
in my office for a number of years. Our rela- 
tions have always been harmonious and 
extremely pleasant. During that time I have 
formed warm friendships which would be 
abruptly sundered upon my acceptance of your 
proposition. I esteem them so highly that $300 
a year would not compensate me for their loss. 

“Besides that you are asking me to put all 

(Concluded on page 25) 
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ASSURANCE COMPANY, LTD. 
of London 
100 William St., New York 


PHOENIX. 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, 

Rent, Rental Values, Use & Occupancy, Riot & Civil Commotion, 

Public Liability, Workmen’s Compensation, Burglary & Theft, 
Accident & Health, Plate Glass. 
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Sirf. ASSURANCE CORPORATION, Lid. 


FREDERICK RICHARDSON, United States Manages: 


GENERAL BUILDING, 4m & WALNUT STS. 
PHILADELPHIA 












FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 
Denmark 


Franklin W. Fort Thomas B. Donaldson 


18 Washington Place, Newark, N. J. 

















** AMERICA FORE” 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y. 


PAUL L. HAID 
President 


ERNEST STURM 
Chairman of the Board Cash 
Capital: 
One Million Dollars 
San Francisco 


New York Chicago 





One of the America Fore Group 


























INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1925 


Reserve for Unearned Premiums .............. $1,253, 552.74 

TET IS 2 Se ee ee ey a nee 308,330.35 

> Ce RRS ee eta $500,000.00 

PE IMIBTIB S555 oo :a wi0'0-00 so wis'e'e 1,214,259.88 

Surplus to Policyholders................... 1,714,259.88 
MSDN BINES Sos ob a Sede ee scaniaser $3,276,142.97 


Wm. H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer 


Wm. H. Palmer, Jr., Vice President 
Wm. Palmer Hill, t. Secretary 
J. M. Leake, Genesal Agent 

















1824 1925 


Over A Century Old 
UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street, New York City 











SAN FRANCISCO 
RICHMOND 


NEW YORK 
MINNEAPOLIS 


Marsh & McLennan 
INSURANCE 
Marine 


Fire Liability 


175 W. Jackson Blvd., Chicago 








London Seattle Montreal 
Winnipeg Detroit Duluth 
Pittsburgh Cleveland Buffalo 
Phoenix Columbus Portland 
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FIRE INSURANCE TOPICS 


BOSTON AND VICINITY 

Enjoy Outings.—Obrion, Russell, John C. 
Paige and Field & Cowles are among the 
offices which have recently enjoyed their annual 
outings. 

Scores Rag Shop District.—The rag shop 
district of Chelsea, Mass., is the most danger- 
ous fire area in the country, according to Percy 
Bugbee, field secretary of the National Fire 
Protection Association. Mr. Bughee offers this 
statement as an explanation for the refusal of 
many insusance companies to take any risk 
in Chelsea property. He also states that the 
city has learned nothing from its terrible 
experience of 1908 and ordinances for fire pre- 
vention have been sidestepped and ignored. 

Inaugurate Newspaper Campaign. —- The 
Pittsfield credit system of premium collections 
which is now being used by twenty-nine agen- 
cies in Springfield has been stated to be re- 
sponsible for the closer co-operation of these 
agencies and for the latest move of the Insur- 
ance Association of Springfield. which initi- 
ated last week a co-operative newspaper ad- 
vertising campaign. The first piece of copy 
appeared under the caption “The Insurance 
Agent, essential to the welfare of any com- 
munity.” No company name is mentioned and 
the advertisement is signed at the bottom by 





A 
DEPENDABLE 
COMPANY 


Seicultaal 























twenty-nine names of local agents. Copy and 
cuts for the advertising are being furnished, 
it is understood, by the Hartford Fire. The 
campaign will run for twenty-six weeks in two 
morning and two evening Springfield papers. 


DISTRIBUTION BY STATES OF FIRE 
INSURANCE 
Aggregates Show Tremendous’ Business 
Transacted Last Year 

The 1925 edition of Distribution by States 
of Fire Insurance in the United States, which 
will shortly be issued by The Spectator Com- 
pany, shows that the aggregate premiums re- 
ceived by the fire insurance companies in the 
United States and Canada exceeded $980,000,- 
000 in 1925, upon which their losses were a 
trifle less than $550,000,000, showing a_ loss 
ratio of 56.1 per cent. These figures indicate 
a slight increase in premiums and a large in- 
crease in losses as compared with those of the 
preceding year, when the loss ratio was 50.9 
per cent. During the last forty years it is 
shown that the premiums in the United States 
and Canada have amounted to over $14,700,- 
000,000, upon which the loss ratio has averaged 
53.4 per cent. 

Of the total business last year about $803,- 
000,000 was for fire insurance furnished in 
the United States by stock companies, while 
mutual companies received about $€8,000,000 
of fire premiums, and Lloyds and reciprocals 
about $8,000,000. Tornado premiums in the 
United States last year exceeded $32,000,000 
and hail premiums aggregated about $11,000,- 
000. The details of the business in the vari- 
ous States will be found of much interest, and 
companies, department managers, general and 
special agents are urged to place their orders 
at once for copies of Distribution by States 
of Fire Insurance, so that they may receive 
same promptly when copies are received from 
the binder. 





Gulf Insurance Company, Dallas 

The organization of the Gulf Insurance 
Company of Dallas, Tex., is proceeding and 
those in charge of the organization work re- 
port that the sale of stock is progressing at 
a very gratifying rate. The Gulf will be op- 
erated as a straight stock fire insurance com- 
pany, doing business in accordance with the 
American agency plan and its promoters were 
formerly identified with the successful Republic 
Insurance Company. The stock is being sold 
at $150 per share, of whch $100 goes to capital 
and $50 to surplus, less the expenses of organ- 
ization, there being no promotion fee of any 
kind. George W. Jalonick, Jr., son of the 
chairman of the Republic Insurance Company, 
and T. R. Mansfield, heretofore secretary of 
that company, are organizing the new Gulf 
Insurance Company. 
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APPOINTED SOUTHERN MANAGER 


Ashby E. Hill Gets Travelers Fire for 
South 


The appointment of Ashby E. Hill, as 
Southern manager of the Travelers Fire In- 
surance Company, with headquarters in the 
home office at Hartford, has been announced. 
Mr. Hill will assume his duties as of August I. 

Mr. Hill is a native of Atlanta and has 
spent his entire business life in the fire insur- 
ance business in the South. He entered the 
employ of the Southern department of the 
Phenix of Brooklyn in 1¢04, and six years 
later began to travel, being employed by sev- 
eral companies. In 1920 he became connected 
with the Southern department of the Insur- 
ance Company of North America and was soon 
made assistant Southern manager. He leaves 
that position to enter the service of the Trav- 
elers. His wide experience and acquaintance 
in the South will be a great asset to that com- 


pany. 


The day whena good Agent 
becomes a representative of 


THE WORLD 
FIRE AND MARINE INSURANCE CO. 
HARTFORD CONN. 
Superior Service 
Business Getting Helps 
Effective Literature 
Alertness- Strength 


"“Yhen giveto THE WORLD the best you ; 
have and the best will come back to you” 
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THE INSURANCE. 








TELLTHE WORLD IT NEEDS INSURANCE OS 


SELL 


Issued Weekly in the Interest of the Agency Forces of 
Companies and General Agents 





Smith 
© by V Victor A, Smi 


Phe Insurance Sellegram is published in 
circulate it ameng their Agency Fercer, as their own sales letter or house organ, will be granted upon request. 
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To Our Agency Force: 


Here is some "DOPE" that is EXCEEDINGLY INTERESTING and may be of 
help to you in TALKING that particular coverage. 


WE BELIEVE what follows are MIGHTY GOOD reasons why Boiler Owners 
should be COVERED UNDER OUR BOILER POLICIES. 


In the FIRST PLACE we are PARTICULARLY enthusiastic about the 
SERVICE of our Inspectors. 


They call at REGULAR intervals and THOROUGHLY examine the Boilers 
of the Assureds for the purpose of FINDING defects, OFFERING cor- 
rective suggestions and RENDERING numerous other services that are 
PECULIAR to our Inspectors. 


The ANALYSIS of the WATER used in the Boilers is a service that 
COSTS THE ASSUREDS NOTHING. 


A SAMPLE is sent to the Home Office and AFTER testing, the Assured 
is ADVISED what steps to take if the analysis discloses any trouble. 


BAD WATER causes the formation of scale. A coating of scale 1/16 
of an inch thick will REQUIRE 15% INCREASED HEAT. When scale gets 
1/8 to 1/4 of an inch thick, IT IS DANGEROUS because of the IN- 
CREASED amount of heat NECESSARY to penetrate it. 


This INTENSE heat often causes the boiler to "BAG", and this condi- 
tion MAY END IN AN EXPLOSION. 


DIFFERENT waters in DIFFERENT localities account for the fact that 


no ORDINARY COMMERCIAL BOILER COMPOUND can be effective in all places. 
It may work ALL RIGHT in one place and not be WORTH A CENT in another. 


That is WHY our Company offers the WATER ANALYSIS service. 
BEFORE I "BUST" OPEN FROM ALL THIS BOILER TALK, I'M GOING TO SAY, 


Yours explosively, 
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CASUALTY, SURETY AND MISCELLANEOUS 
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© lige formation of a new motor club in Chi- 

cago, backed by interests representing one 
of the local reciprocals, has become known. 
There are already two motor clubs in that 
city which are placing business with recipro- 
cals. These are the Chicago Motor Club, 
which has the Inter-Insurance Exchange, and 
the Illinois Automobile Club, which has the 
Inter-Insurance Exchange of the Illinois Auto- 
mobile Club. 


HIS column has been accused of not 

knowing the names of those who acted as 
hosts to Superintendent of Insurance James A. 
Beha, New York, when the recent “harmony 
dinner” was given that official in celebration 
of the fact that all the casualty companies had 
signed the acquisition cost agreement. Merely 
as a matter of vindication be it said that, con- 
trary to general opinion, the companies as a 
whole were not the dispensers of cheer. The 
three hosts of the dinner were: A. Duncan 
Reid, president of the Globe Indemnity, Nor- 
man R. Moray, vice-president and general man- 
ager of the Hartford Accident, and Edson S. 
Lott, president of the United States Casualty. 


ATALITIES due to fireworks used to 

celebrate July 4 showed a decided decrease 
this year fronr last. The city of Chicago re- 
corded only 4 deaths from powder burns and 
about 20 minor injuries. In St. Louis there 
were 2 deaths and about 100 injuries, 15 of 
which are considered serious. The Chicago 
fire department, for the first time in its his- 
tory, had only one alarm as a result of fire- 
works, 


NEW co-partnership, composed of H. 

G. Wellington and H. I. Tuthill, under 
the firm name of Wellington & Company, has 
just been formed to transact a general stock 
exchange business at 31 Pine street, New York 
city, and Union Trust building, Pittsburgh. 
H. G. Wellington is well known to insurance 
men in Pittsburgh, New York and Hartford 
and his friends are wishing the new venture 
every success. 


— 


ee genial Sam V. Bogert, long connected 

with the New York metropolitan depart- 
ment of the National Surety Company, has 
gone into the general agency business and, with 
Donald McKellar and Charles E. L. Clark, has 
organized the Nassau County Agency, Inc., 





THE AGENT’S COMMISSION 

As chairman of the New England Ad- 
visory Board, and as New England vice- 
president for the National Association 
of Insurance 
Agents, Edwin J. 
Cole has been a 
prominent .factor im 
solving both  cas- 
ualty and fire insur- 
ance difficulties in 
his territory. He 
addressed the joint 





convention of the 
New England State Associations of In- 
surance Agents at Portsmouth, N. H., 
recently, and the following excerpt 
from his report, though directed, in the 
main, at fire insurance agencies, applics 
almost equally to casualty company rep- 
resentatives, for he said: 

“The public anticipates that the pre- 
mium dollar must be sufficient not only 
to provide indemnity for the payment of 
losses, but also to include the acquisition 
cost and the necessary overhead expense; 
and, as a business proposition, it realises 
thai the companies are entitled to a reas- 
onable profit on the invested capital. The 
agent's commission is one of the substan- 
tial items of the acquisition cost, and 
should represent a fair part of the pre- 
mium dollar in return for the service he 
performs. It should not be unreasonably 
high; but it must be at a rate which will 
appeal to men of high type and character, 
fitted by training or experience, who are 
willing to adopt the insurance business as 
their life work.” 











located in the Andrews building at Mineola, 
L. I.. The firm will represent the National in 
Nassau and Suffolk counties. 


Metropolitan Casualty’s Strong Position 

Stockholders of the Metropolitan Casualty 
Insurance Company of New York showed their 
confidence in the organization’s management 
by over-subscribing the entire new stock issue 


and paying for 16,000 shares for a total of 


$1,200,000, or $450,000 more than was requested 
for June 20. The offer consisted of 20,000 
shares at $75. per share and the remainder will 
probably be taken up before November 20. 

Because of this transaction, the company’s 
financial standing as of June 30 shows fully 
paid capital stock of $1,400,000, a net surplus 
of about $1,200,000 and a surplus to policy- 
holders of approximately $2,600,000. 
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CONFERENCE CONVENTION 





Health and Accident Underwriters to 
Meet at West Baden September 
1, 2 and 3 





PROGRAM NEARING COMPLETION 





Dr. S. S. Huebner to Speak on ‘“Profes= 
sional Ideals in Insurance’’—Agency 
Factor Slated for Discussion by 
E. J. Faulkner 
Harold R. Gordon, executive secretary of 
the Health and Accident Underwriters Confer- 
ence, has announced that the twenty-fourth an- 
nual convention of that organization will be 
held September 1, 2 and 3 at West Baden, Ind., 
and that the programm for the sessions is rap- 
idly approaching completion. Among the 
speakers already definitely engaged for the 
meeting are: Dr. S. S. Huebner, professor 
of insurance at the University of Pennsylvania; 
E. J. Faulkner, vice-president and superintend- 
ent of agencies for the Woodman Accident 
Company, and L. Ert Slack, recently appointed 
general counsel for the Federal Savings and 

Insurance Company of Indianapolis. 

Dr. Huebner’s address will be entitled “Pro-~ 
fessional Ideals in Insurance” and it is ex- 
pected that this noted lecturer and life insur- 
ance scholar will bring out many new ideas as 
applied to the business. It is also anticipated 
that he will embody in his talk some of the 
material visualized and compiled during the 
time that he served as chairman of the insur- 
ance committee of Secretary Hoover’s Confer- 
ence on Street and Highway Safety. 

The agency factor in the accident and health 
business will be discussed by Mr. Faulkner, 
whose knowledge of this phase of indemnity is 
profound and who has been a familiar figure 
at previous meetings of the Health and Acci- 
dent Underwriters Conference. The subject to 
be handled by Mr. Slack will be announced 
later. 

Topics of general interest, as well as tech- 
nical matters relating fo the conduct of the 
accident and health business will come under 
consideration; and round-table discussions of 
questions submitted by Conference members 
will be held. 





Court Judgment Awarded 

Des Mornes, Ia., July 6.—Judge Meyer, in 
the Polk county district court, awarded judg- 
ments totaling $22,500 against the American 
Employers and the Southern Surety companies 
as the amount of the independent school dis- 
trict’s claim against the defunct Mechanics 
Savings Bank. No appeal appears pending. 
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NORTHWESTERN CASUALTY 
CHANGES 
Charles E. Schick Resigns—William D. 
Van Dyke to Become Head of Surety 
Department 
O. A. Wicker, of the payroll audit depart- 
ment of the Northwestern Casualty and Surety 
Company, Milwaukee, has been appointed to 
succeed F. L. Shove, whose resignation as man- 
ager of that organization’s casualty depart- 
ment was recently noted in the columns of THE 
Spectator. Mr. Wicker is to co-operate with 
R. S. Perilloux, assistant secretary of the 
Union Indemnity of New Orleans, who is 
supervising the work of the casualty depart- 
ment of the Northwestern. 
In addition to Mr. Wicker’s appointment, 


many other changes have taken place in the 
Northwestern’s personnel. Charles E. Schick, 
superintendent of agents, has resigned from his 
post and has been succeeded by George M. 
Bull, who has been special agent for several 
years. 

Jay J. Reynolds, manager of the surety divi- 
sion of the Northwestern, has also resigned, 
and, when the deal between the Northwestern 
and the Union Indemnity has been completed, 
will join H. W. Reaves in representing both 
companies at 166 West Jackson boulevard, 
Chicago. 

William D. Van Dyke, son of the president 
of the Northwestern Mutual Life, will succeed 
Mr. Reynolds as head of the Northwestern’s 
surety department. 























UMMER is the best time of all to sell Residence 
Burglary Insurance and many other burglary 


coverages. 


Contract Bonds. 








town. 


FIDELITY and DEPOSIT 
COMPANY 


BALTIMORE 


and Surety Bonds and 
Insurance 


Fidelity 


Burglary 


IN THE GOOD OLD SUMMER TIME 


Construction activity is at its height in the summer 
and that means increased opportunities to write 


Summer is a good time to sell Fidelity Bonds because 
it’s during their vacations that many “trusted”? em- 
ployes are found to be short in their accounts. And, 
in cases where substitutes are employed, bonds are 
needed during their period of incumbency. 


There is probably just as much litigation in the 
summer as there is in the winter and at least one or 
two Judicial Bonds are required in every proceeding. 
Summer may be a dull season for some salesmen— 
but not for F. & D. representatives. So, if your out- 
look for summer business in general insurance lines 
isn’t particularly cheerful, fill in and mail the coupon 
below. Perhaps the F. & D. isn’t represented in your 





79 
PRODUCTION DEPARTMENT, 
FIDELITY & DEPOSIT COMPANY, 
Baltimore, Md. 


1 
I 
1 
| 
| If you are not already adequately repre- 
' sented in this territory I will be glad to have 
| full information regarding an agency connec- 
| ‘tion with your Company. 

I 

} 

| 

| 
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HELPING THE CLIENT 
Meacham Agency Finances Policyholders 
for Long Terms 
The Meacham Agency, Inc., located in the 
Times building at Broadway and 42nd street, 
New York city, has in effect a plan of help- 
ing clients which has proved its utility and 
worth over a period of fifteen years. It con- 
sists in financing the premium payments of 
those who want adequate insurance of any 
kind but cannot afford to pay the entire pre- 
mium at one time. In such cases the agency 
requires only one-sixth of the full premium 
and the balance in equal payments within six 
months. The agency pays the premium to the 
company and makes no interest charge on the 

policyholder for the premium loan. 

George W. Meacham, vice-president of the 
Meacham Agency, states that the organization 
writes all types of insurance and will finance 
all kinds of accident, fidelity, surety, fire or 
allied policies on the plan already outlined. The 
agency has built up a volume of nearly $100,- 
000 of business by this method and, at the 
same time, has had the satisfaction of know- 
ing that its work is of inestimable benefit. 


Publication’s Name Changed 
The National Surety “News” has become the 
National Surety and New York Indemnity 
“Broadcaster.” Production of this bulletin will 
be placed under the control of the agency de- 
partment, of which Vice-President John L. 
Mee is chief. 








COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 
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REBATING CHARGED 





New York Department Reports on 
Red Cab Mutual Casualty 





SUGGESTS PROSECUTING VIOLATION 





Recommendation Made That Evidence Be 
Submitted to District Attorney 


In order to investigate charges of rebating 
which had been made, the New York Insur- 
ance Department examined the Red Cab 
Mutual Casualty Company as of May 209, 1925. 
The examination disclosed that the company 
had total assets of $122,026, liabilities of $70,- 
039 and a surplus of $51,987. It was alleged 
that the officers of the company were violat- 
ing the insurance law of the State by rebat- 
ing part of the monthly premiums collected for 
insurance and were thus competing unfairly 
with other companies. Affidavits were filed to 
substantiate the charges and, in them, it was 
said that an investigator saw about twenty- 
five men standing in line waiting to receive 
rebates on their insurance. 

After discussing the affidavits and the revela- 
tions in the testimony they contained, the re- 
port of the examiners as made to James A. 
Beha, New York Superintendent of Insurance, 
stated: ; 

In view of the evidence submitted, and as a 
result of the examination and_ investigation 
made by your examiner, he is of the opinion 
that the officers of the company have con- 
spired to violate the law against rebating and 
are guilty of a misdemeanor in so doing, and 
that the method of paying such rebates has 
been through the instrumentality of the said 
Jacques Levy, who has, as above stated, re- 
ceived a commission of 1714 per cent either 
directly from the insurance company or 
through the Bacder Underwriting Corporation, 
practically since the insurance company was 
authorized to transact business by the insur- 
ance department. 

Your examiner, therefore, recommends that 
the evidence obtained together with a copy of 
this report, be presented to the district-attor- 
nev of New York county for prosecution, and 
that an effort be made to recoup from Jacques 
Levy the amount of cash he has received from 
the company without due consideration, and 
that the contract between the insurance com- 
pany and the Bacder Underwriting Corpora- 
tion be declared illegal and all moneys paid 
thereunder be returned to the insurance com- 
pany for the protection of its policyholders. 


Office Removal Completed 

The Chicago office of the Northwestern Cas- 
ualty and Surety Company of Milwaukee has 
been consolidated with the office of the Union 
Indemnity Company of New Orleans and is lo- 
cated at Suite 1103 Old Colony Life building, 
166 West Jackson boulevard. The new tele- 
phone is 1401-2. 


Inter-State Field Managers Meet 


A conference of field managers of the In- 
ter-State Business Mens Accident Association, 
of Des Moines, was held at the home office dur- 
ing the last week of June. Field managers in 
charge of agents in the thirty-four States in 


which the Association operates were in attend- 
ance. 

Business sessions were presided over by Rob- 
ert A. Brown, general field manager. The 
afternoons were given over to departmental 
conferences with the department heads of the 
Association. 

The entertainment features of the confer- 
ence were in the form of dinners at the vari- 
ous. clubs, of which Secretary-Treasurer 
Ernest W. Brown, Assistant Secretary Chas. 
P. Waldron, and Robert A. Brown are mem- 


bers. The dinners were followed by theater 
parties. 

TO INCREASE CAPITAL 
Manufacturers Liability Offers 20,000 


Shares at $10 Each 


At a meeting held on June 29, the stockhold- 
ers of the Manufacturers Liability Insurance 
Company, Jersey City, voted to increase the 
capital and surplus of the organization by 
$100,000 each. This will be accomplished by 
offering 20,000 shares of stock at $10 per 
share on a basis of one share of the new stock 
for every four shares now held. The par 
value of the shares is $5. At the conclusion 
of the transaction, the company will have a 
capital of $500,000. 

The Manufacturers Liability is actively go- 
ing ahead with its writing of workmen’s com- 
pensation business and is meeting with splendid 
success in this line. According to Vice-Presi- 
dent Dr. D. T. Winter, Jr., the company’s loss 
ratio on workmen’s compensation writings for 
1924 was only 69 while its ratio up to May 31 
of 1925 is down to 68. The volume of com- 
pensation business turned in by the agents is 
constantly growing and the officers are pleased 
with the results of the field force’s efforts. 


Examination Report on Phoenix Indemnity 


The examination report on the Phoenix In- 
demnity Company, made by the New York In- 
surance Department as of March 31, 1925, 
disclosed admitted assets of $2,373,425, with a 
reserve for outstanding losses and claims of 
$417,542. The unearned premium reserve 
amounted to $617,537. The cash capital is 
$500,000 and the surplus to policyholders totals 
$1,227,361. The results of the company’s 
operations since it began on March 30, 1922, 
show an underwriting loss of $561,137 and an 
investment gain of $788,499; the net result 
being an increment of $277,361 to the $500,000 
surplus paid in at its inception. 


Agency Appointments by Detroit Fidelity 
and Surety 

The Detroit Fidelity and Surety Company 
has made some recent agency appointments 
as follows: Mitchell & McDonald, Lakeland; 
A. L. Durrance, Frostproof; G. R. Copeland, 
Avon Park; Hickman & Strong, Auburndale, 
and the Realty Securities Bond and Mortgage 
Company, Miami; all in Florida. In addition 
the company has appointed Kate R. Martin, 
Coffeyville, Kan. 


19 


MINE ACCIDENTS 


930 Deaths in First Five Months of 
1925 


SLIGHT DECREASE FROM LAST YEAR 








Fatality Rate Per Million Tons of Coal Is 
-86 Lower Than Similar Period in 
1924 


WasuineTon, D. C., July 6.—Accidents at 
coal mines in this country in May resulted in 
the loss of 181 lives, according to reports made 
by the various State mine inspectors to the 
Bureau of Mines of the United States Depart- 
ment of (Commerce. The death rate for the 
month was 4.15 per million tons of coal pro- 
duced, as compared with 3.33 for May, 1924. 
The ‘increased fatality rate was due mainly to 
an explosion at Sanford, N. C., on May 27, 
in which 53 lives were lost and to an explo- 
sion at Piper, Ala., on May 31, which killed 
6 men. Without these two disasters the death 
rate for the month would have been 2.80 per 
million tons of coal mined. 

For bituminous mines alone the reports 
showed 143 fatalities, including the two explo- 
sions mentioned. As the production of bitu- 
minous coal in May was 35,474,000 tons, the 
fatality rate was 4.03, as compared with 2.98 
for May, 1924, and 3.20 for the month of May 
during the ten years 1915-1924. For anthra- 
cite mines alone, the death rate from accidents 
in May was 4.67 per million tons based on 2 
production of 8,134,000 tons, as compared with 
a death rate of 4.78 for May last year and a 
ten-year average rate of 5.55. 

Records compiled by the Bureau of Mines 
for the first five months of 1925 show that 930 
men lost their lives in accidents at the mines. 
The total production of coal during the period 
was 234,978,000 tons, making the fatality rate 
3.96 per million tons. For the corresponding 
months last year the rate was 4.82. The five- 
month rate for bituminous mines alone was 
3.59 in 1925 and 4.73 in 1924, while for anthra- 
cite mines alone it was 5.90, as compared with 
5.29 in 1924. Production records show an out- 
put of 37,259,000 tons of anthracite and 107,- 
719,000 tons of bituminous coal during the first 
five months of the present year. 

Six major disasters with a total loss of 154 
lives occurred during the first five months of 
the present year, as compared with five dis- 
asters and a loss of 384 lives for the corre- 
sponding months of 1924. A “major” disaster 
is defined as an accident causing five or more 
deaths. The fatality rate per million tons 
based exclusively on major disasters was 0.66 
for the months of January to May, 1925, and 
1.59 for the same period last year. 

An examination of the causes of accidents 
that have occurred thus far in 1925 shows a 
substantial reduction in the death rate per mil- 
lion tons caused by explosions of gas or coal 
dust, a slight increase in haulage accidents, 
and no material change for accidents due to 
explosives, electricity, and falls of roof and 
coal. 
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THE DEMAND FOR AN OUTLET FOR! CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY:AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 
Assets - - - -  $4,439,946.82 
Capital . - - - 750,000.00 
Surplus - - - - 885,425.17 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - - - - 2,200,980.45 


RE-INSURANCE ONLY 


Speciatizing in Workmen's Compensation Catastrophe and Excess Liability Treaties 













Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 
Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 















































KNOWN ’ROUND THE WORLD 


The L. & L. & G. is truly a world-wide 
organization. It not only extends pro- 
tection in every country of the globe, 
but makes possible speedy international 
arrangements between all points. 


An L. & L. & G. policy is as highly re- 
garded by the merchant of Bombay 
or Buenos Aires as it is among the 
business men of America. 


Agents who have international prob- 
lems brought to them are invited to 
avail themselves of the service that has 
made the Liverpool & London & Globe 
“A Name Known ’Round the Word.”’ 
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PENNSYLVANIA 
CASUALTY COMPANY 


LANCASTER, PA. 


Has openings for Progressive General and District Agents 
to handle all forms of Health and Accident Insurance. 


PENNSYLVANIA MARYLAND 
OHIO DISTRICT OF COLUMBIA 
NEW JERSEY DELAWARE 


Executive Offices 


COMMONWEALTH BLDG., PHILADELPHIA, PA. 






















DETROIT FIDELITY AND 
SURETY COMPANY 


Home Office, Detroit, Michigan 
HOMER H. McKEE, President 


Specialists in Fidelity and Surety Bonds exclusively. 
We give SERVICE. ‘This means an increased pre- 
mium account. 


SERVICE is a much abused word—all of us talk it— 
some of us give it. 


We have agency territory available in the following 
States: 


Arkansas Kentucky North Carolina 
California Maryland North Dakota 
Colorado Massachusetts Ohio 
Connecticut Michigan Oregon 

Dist. of Columbia Minnesota Pennsylvania 
Florida Mississippi South Carolina 
Illinois Missouri Tennessee 
Indiana Nebraska Texas 

lowa New Jersey Virginia 
Kansas New York . West Virginia 


Wisconsin—Wyoming 


Correspondence solicited 


Large qualifying power 
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UNDERWRITING AND INVESTMENT PROFITS AND LOSSES OF 100 CASUALTY AND MISCEL- 
LANEOUS INSURANCE COMPANIES IN A DECADE, 1915-1924 


(Concluded from page 4) 



































Increase Ratio 
(+) or De- Ratio Ratio Under- 
crease (—) Net Ex- writing 

in Con- Losses penses Profit 

Losses tingent In- In- (+) or 

e and Funds, curred curred Loss 

Underwriting Invest- Special Re- Increase to to (—) to 

Underwriting Expenses Under- Under ment In- [Surplus §Dividends serves, E x- (+) or Und. Und- Und- 
i Income Incurred writing writing comeand Earned Incurred cess Special Decrease Income Income Income 

Name and Location of Company Farned Profit Loss Accretion Deposits, (—) in Earned Earned Earned 

Etc. Surplus 
National Casualty, Detroit........ 9,373,858 9,274,975 OR SES i.wGheus 205,426 304,309 Po) ere +108,309 43.6 55.3 +1.1 
Nat'l Life & Acc. (A. B.), Nashvillec. 32,814,307 SOC49:752 2764,555 i. cccene 546,410 3,310,965 1,455,000 +894,306 +961 ,659 44.0 47.6 +8.4 
No, American Acc., Chicago...... 17,012,016 VZ226,086 neces 216,068 485,806 269,738 300,000 4 —34,162 42.4 58.8 —1.2 
Pacific Mut. L. (A. B.), Los Angeles. 29,462,097 28.3018) 2S60916 = ..cccc 2,096,906 3,447,822 1,930,915 -—110,638 +1,627,545 42.4 53.1 +4.6 
Peerless Casualty, Keene, N.H.... 1,875,917 1,828,433 Ce OT cee 126,769 174,253 Wn) | acacecas +95,753 44.7 52.8 +2.5 
Reliance Life (A. B.), Pittsburg... 2,307 ,454 1,943,904 EE vigtasia) 9. atamesas 363,550 1,566 —474,880 +836,864 48.6 35.6 +15.8 
Provident Life & Accident (A.B.,)Chat. ¢ 6,894,224 6,427,225 SIGGOR vcnceccs 156,433 533,432 273,828 +44,311 +215,293 43.0 51.4 +5.6 
Ridgely Protective, Worcester...... 8,350,199 pe Is 2 re 114,034 258,220 144,186 135,000 — 28,053 +37,239 62.5 38.8 —1.3 
Time Insurance, Milwaukeek,...... 2,417 827 2,348,349 69,478 21,595 91,073 76,250 —20,302 +35,125 47.4 49.7 +2.9 
Western Casualty, Denverb........ 1,964,312 1,838,237 NS.GGG- - ccaveas 120,412 246 487 193,284 —906 +54,109 56.9 36.7 +6.4 
Totals (27 companies)......... 225,698,537 219,311,689 *6,386,848 ....... 7,276,812 13,663,660 7,076,316 —1,689,416 +8,276,760 49.4 47.8 +2.8 
Fidelity and Surety Companies 
American Surety, New York....... 56,024,452 53,491,198 250G,26E = .ncsvecc 3,769,819 6,363,080 4,550,000 —319,875 +2,132,955 31.8 63.6 +4.6 
Detroit Fid. & Sur., Detroitd...... 571,974 7 eee 282,402 545,530 263,128 —96,800 —528,472 +888,400 58.7 90.7 —49.4 
Fidelity & Deposit, Baltimore...... 70,881,791 67,061,652 3,820,139  ....... 4,110,539 7,930,678 6,834,464 +765,827 +330,387 35.3 59.3 +5.4 
Guar. Co. of No. Amer., Montreal. . 2,214,675 2,081,769 TS2.0OG Seltinciws 514,068 646,974 658,671 —11,999 +302 26.9 67.1 +6.0 
International Fid., Jersey City..... 2,198,997 1,399,080 yi C1 7 nee 596,287 1,396,204 352,500 +55,046 +988,658 29.8 33.8 +36.4 
National Surety, New York........ 91,257,429 89,523,804 1,733,625 ....... 7,486,083 9,219,708 7,680,000 —1,323,832 +2,863,540 40.8 57.3 +1.9 
United States Guarantee, N. Y..... 3,339,382 2,856,230 7 8 1 ee 568,114 1,051,266 06,250 +213,907 +131,109 22.2 63.4 +14.4 
Totals (7 companies).......... 226,488,700 217,208,102 *9,280,598 ....... 17,590,440 26,871,038 20,685,085 —1,149,398 +7,335,351 36.4 59.5 
Plate Glass Companies a a 
Lloyds Plate Glass, New York..... 8,922,706 8,369,412 i Ce 858,460 1,411,754 1,141,000 +86 ,255 +184,499 38.7 55.1 +6.2 
N. Y. Plate Glass, New Yorkt 11,105,109 10,867 ,059 yo re 702,220 940,270 587,000 —280,119 +633,389 44.5 53.4 +2.1 
Totals (2 companies).......... 20,027,815 19,236,471 (3!) rrr 1,560,680 2,352,024 1,728,000 —193,864 +817,888 41.9 54.2 +3.9 
Miscellaneous Companies 

Amer. Credit Indem., St. Louis... . 12,319,534 11,982,496 Sag 08S = xasaaes 1,046,808 1,383,846 1,067,348 — 87,631 +404,129 43.9 53.4 +2.7 
Hartford Live Stock, Hartfordf.... 5,069,572 GeGAEO sew aas 475,587 268,541 -—207,046 -—400,000........ +192,954 67.1 42.3 — 9.4 
Hartford Steam Boiler, Hartford... 26,006,900 25,097,765 COG IGG ckxvces 4,898,174 5,807,309 3,880,000 —132,319 +2,059,628 13.8 82.7 +3.5 
Totals (3 companies).......... 43,396,006 42,625,420 FRIED. excuses 6,213,523 6,984,109 4,547,348 —219,950 +2,656,711 28.6 69.6 +1.8 
Grand totals (100 companies).. 3,252,404,487 3,238,355,397 *14,049,090 ....... 181,979,727 196,028,817 104,593,975 —4,904,337 +96,339,179 50.2 49.4 +.4 


*Net. 1Minus sign(—) in surplus earned column indicates combined underwriting and investment loss. 


§Amount of foreign companies in dividend column represents net remittance 


to (—) or net receipts from home office. Amounts for American companies preceded by minus (—) indicates surplus paid in by stockholders. {This company, now the New York Casualty 
Company with capital of $750,000 and authorized to write additional lines. bSstatistics as shown herewithare for eight years only; cfour years; dthree years;fnine years; hseven years; 
five years; ksix years, mFormerly the Cloverleaf Life and Casualty, Jacksonville, Ill., consolidated with the American Bankers Insurance Company on January 15, 1925. 








SUIT FAILS 


Missouri Superintendent Unable to 
Contest Court Jurisdiction 


WANTED FUNDS KEPT FOR POLICY- 
HOLDERS 


Litigation Arose Over Assets of Insolvent 
Equitable Surety of St. Louis 

St. Louis, Mo., July 7—State Superintend- 
ent of Insurance Ben C. Hyde of Missouri was 
defeated in the Missouri Supreme Court, on 
July 3, in his attempt to contest the jurisdic- 
tion of the St. Louis Circuit Court over the 
assets of the insolvent Equitable Surety Com- 
pany of St. Louis, Mo. 

Circuit Judge Victor Falkenhainer had 
entered an order directing Superintendent Hyde 
to dispose of the $275,000 in securities con- 
stituting the legal deposited reserve of the 
Equitable Company and to use the proceeds of 
such sale for the benefit of creditors of the 
Surety company. Superintendent Hyde had re- 
sisted the order, and, on October 15. last, 
secured a preliminary writ of prohibition from 
the Supreme Court temporarily blocking Judge 
Falkenhainer. 

This preliminary writ of prohibition was dis- 
missed by the Supreme Court on July 3, the 


court holding that Judge Falkenhainer had full 
authority to issue his order and had jurisdic- 
tion over the reserve fund deposited with the 
insurance department. 

The Equitable Surety Company was de- 
clared insolvent on July 2, 1919, when former 
Superintendent of Insurance A. L. Harty took 
charge of its affairs. Since the receivership, 
all of the assets other than the reserve funds 
have been disposed of. Preferred claims were 
paid in full, while about 15 per cent has been 
paid on other proved claims. It is believed 
that the sale of the reserve funds would net 
a sum sufficient to pay the balance in full on 
the proved claims. The circuit court had 
allowed five years for proof of claim. 

Superintendent Hyde in resisting the order 
to sell the reserve funds took the position that 
such funds were held in trust for the benefit 
of policyholders of the company who might 
have claims against the company, pointing out 
there were 675 uncanceled bonds of executors, 
administrators, guardians, etc., and that if 
claims on such bonds were not paid he might 
be liable on his own bonds for the unpaid bal- 
ances of such claims. 

The litigation grew out of the efforts of John 
A. McCormick of Chicago, a contractor, who 
holds a $30,000 claim against the company to 
terminate the receivership. 
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Automobile Fatalities During 1924 


WasuInocTon, D. C., July 3—The Depart- 
ment of Commerce announces that the returns 
show that during the year 1924 there were in 
fifty-eight of the principal cities 5030 deaths 
caused by automobiles and other motor ve- 
hicles (excluding motorcycles), as contrasted 
with 4908 for the same cities in 1923, 4326 in 
1922, 3936 in 1921 and 3602 in 1920. The cor- 
responding death rates per 100,000 population 
were, respectively, 19, 18.8, 16.9, 15.7 and 14.6. 

In 1924 New York city had the largest num- 
ber of deaths (1001), but the corresponding 
death rate (16.6) in New York city is ex- 
ceeded by the rates of forty-five of the sixty 
cities showing rates for 1924. The highest 
1924 rate is 34.8 for Paterson, N. J. 


Practice of Workmen’s Compensation 
Insurance 


S. B. Ackerman, assistant professor of in- 
surance at New York University, is the author 
of a new book on compensation insurance called 
“Practice of Workmen’s Compensation Insur- 
ance.” As an instructor Mr. Ackerman em- 
ploys some unique methods to keep his class in- 
terested. It is said that “nobody ever goes to 
sleep in Mr. Ackerman’s class.” Mr. Acker- 
man’s new volume is interestingly written, well 
arranged, and constitutes a fund of information 
on this line of insurance—The Weekly Under- 
writer. 
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“AIL Ask Is A Fair Chance’ 


If that is what you want, you’re our man. We won't 
promise you an advance or a salary, office rent, clerk 
hire or any other bait. We have no forfeited renewals, 
out of which to pay such things. 


With us every man gets what he earns and HE 


GETS IT! 


We will give you an iron-clad contract to pay ail 
your business is worth, with renewals vested on 
each year’s production. Your volume determines 
your commissions. 


This is a real opportunity for real life insurance 
men seeking freedom and encouragement to develop 
to the limit of their ability with a real live life insur- 
ance company. 


Examine our record! 


We doubled in volume in three years on bona fide 
business written by our own agents; no reinsurance 
and no mergers. 


The Columbus Mutual Life Insurance Co. 


580 E. Broad St., Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice Pres. & Sec’y. 








The Three Best Sellers in Life Insurance 


Graphically Portrayed 
A Group of Graphic Folders Strongly Emphasizing 
The Main Services Performed by Life Insurance 


I. TAKING HIS PLACE 


A folder graphically demonstrating the use of Life 
Insurance in general. 


II. ANTICIPATION 


A folder illustrating the results of Long Term En- 
dowment Insurance, and the sustaining benefit of a 
Monthly Income Policy. 


III. GUARANTEEING HIS EDUCATION 


A folder graphically demonstrating the value of 
Child’s Educational Endowment insurance. 
The policies of protection involved represent the 


THREE BEST SELLERS IN LIFE INSURANCE 


and are thus illustrated by Three Four-page Folders, 
each of them teaching a separate lesson, indicating 
the value of Life Insurance on special grounds. 

The leaflets, above mentioned, as a series, are 
valuable for companies and general agents to place 
in the hands of their agents as three serial canvassing 
documents, but may be circulated separately. 


, These three graphic folders are now in press. Write 
or prices. 

THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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The General Farmer—A Great Market 





Timmy 


In the territory served directly from Omaha is 


pendent upon any one element; where splendid crops 
and exceptional general conditions offer to life insur- 
ance salesmen a wonderful opportunity for increased 
production. The National Life Association with its 
popular forms of low cost policies have available 
desirable territories in Western Iowa and Nebraska, 
as will be noted from the map above, and invite 
correspondence relative to the sales opportunity 
whereby earning ability may be enlarged by selling 
more insurance to more people. 


' 


Write the Home Office for further 


details. 






found a wide range of diversified farming not de- Ef2 
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Field Annuals 


Insurance Directories 


for 


*Greater New York 
+New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 LOUISVILLE, KY. 
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LIFE 

Unnecessary that the insured under a life 
policy should have a beneficial interest. 

The named beneficiary under the policy 
brought suit to recover upon two policies of 
insurance, each in the amount of $2000. The 
polices were made payable to the beneficiary as 
the fiancée of the insured. On the trial evi- 
dence was submitted that the beneficiary was 
not the fiancée of the insured and it was 
claimed that the defendant had no insurable 
interest in the life of the assured and there- 
fore the policies were void as wagering con- 
tracts. 

The trial court found that the beneficiary did 
not take out the policies, nor was instrumental 
in having the assured do so, and that the pre- 
miums were paid by the assured. 

It is not important or necessary that the 
beneficiary should have an insurable interest 
in the life of the assured. Regarding the pol- 
icy as a contract with the insurance company, 
payable at his death, the assured had an un- 
limited insurable interest in his own life and 
might lawfully take out policies on his own 
life and make them payable to whom he de- 
sired. It was not necessary to show that the 
beneficiary was the wife of the assured. 

The essential thing is that the policies 
shall be obtained in good faith and not for the 
purpose of speculating upon the hazard of a 
life in which the insured has not interest. 
Third Circuit. 

Equitable Life Ins. Co. of Iowa vs. Cwm- 
mings, 4 Fed. (2nd) 794 Cire. Ct. of Apps., 





BURGLARY 

A policy of burglary insurance, originally 
issued to plaintiff’s husband and transferred 
to the plaintiff with the consent of the insur- 
ance company, which consent was “subject, 
however, to all the conditions, agreements, 
and limitations of the policy except as herein 
specifically provided” includes all the terms 
of the prior policy. 

Action was brought to recover on an insur- 
ance policy for loss due to theft. During the 
life of the policy it was transferred to the as- 
sured’s wife, subject, however, to all of the 
conditions contained in the policy. The de- 
fenses were founded upon different alleged 
warranties claimed by the defendant to be still 
existing. One of the warranties contained in 
the original policy was that the assured had 
never had any insurance declined or canceled 
and another warranty was that she had not 
Sustained any loss by burglary within five 


F years, 


Held, that the warranties contained in the 


/ ginal policy of insurance apply to the new 
p “Tansferee so far as her experiences are con- 
| cerned. If the transferee receives the policy she 


Tnseurancee Decetsion& 


By Joseph @. Seller of the New York Bar 


is also subject to all of the provisions contained 
in the policy so assigned. All of the defenses 
relate to this plaintiff and may be successfully 
proved. This makes it unnecessary to decide 
whether or not this plaintiff is to be burdened 
with breaches of warranty of which her hus- 
band, the transferer, was guilty. Motion by 
the plaintiff to strike out certain defenses is 
therefore denied. 

Cohen vs. New Amsterdam Casualty Com- 


pany (Supreme Court, Kings County), 125 
Misc. 45. 

FIRE 
Loss recoverable under policy is not 


limited by temporary operations which pro- 
duce no profit. State statute providing for 
attorney fee is not violative of due process 
clause. 

Action was brought upon a policy in the 
amount of $21,000 insuring plaintiff’s fertilizer 
factory against loss of use and occupancy by 
reason of fire. 

The policy provided in part as follows: 

“Tf said building or machinery or stock be 
destroved or damaged by fire, so as to necessi- 
tate a total or partial suspension of business, 
this company shall be liable under this policy 
for the actual loss sustained of net profits on 
the business which is thereby prevented, and 
for such fixed charges and expenses as must 
necessarily continue during a total or partial 
suspension of business. 
the time of a total suspension of 
business, liability under this policy shall not 
exceed $70 for each business day of such sus- 
pension; during the time of a partial suspen- 
sion of business, the per diem liability under 
this policy shall not exceed that proportion of 
the per diem liability which would have been 
incurred by a total suspension which the de- 
crease in production bears to the full daily 
production at the time of the fire.” 

Plaintiff's plant at time of fire, consisted of 
a number of buildings, the largest and prin- 
cipal one of which was entirely destroyed by 
the fire. This building was used in the manu- 
facture of commercial fertilizers. After the 
fire, plaintiff constructed a temporary building 
and continued to mix fertilizers, but did not 
manufacture any of the ingredients. 

The company’s defense was that since de- 
fendant produced two-fifths of the fertilizer 
it would have produced during the period re- 
quired for the replacement of the destroyed 
building (315 days), the recovery should be 
lintited to three-fifths of the total amount of 
insurance. 

The parties referred the loss to arbitration 
and the adjusters found that during the period 
of normal production (for 315 days) plaintiff 
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During 





would have made net profits of $218,578.50, but 
that during the period of partial suspension 
resulting from the fire the plaintiff failed to 
earn fixed charges and expenses by over $100,- 
ooo and that plaintiff therefore sustained a loss 
of $319,394.26. At close of all the evidence 
a verdict was directed for plaintiff for the full 
amount of the policy and the jury brought in 
a verdict fixing a reasonable attorney’s fee at 
$2100. 

Held, that plaintiff did not continue in the 
same line of business in which it had been en- 
gaged prior to the fire, the manufacture of 
chemicals as formerly conducted, entirely 
stopped and plaintiff thereafter merely pur- 
chased the ingredients of its fertilizers. Fur- 
ther, defendant was not entitled to have the 
loss under the policy reduced, unless net prof- 
its were earned by plaintiff. A mere multipli- 
cation of temporary plants for the purpose of 
mixing fertilizer elements could not be used 
to diminish liability under the policy, for the 
doing of such work might result in heavy 
losses as in this case instead of in a profit. If 
so construed, the policy would be of no value 
to the assured. 

The allowance of an attorney’s fee of $2100 
pursuant to statute is not repugnant to the 
equality and due process clause of the Four- 
teenth Amendment to the Constitution. 

Judgment affirmed. 

Hartford Fire Insurance Co. vs. Wilson & 
Toomer Fertilizer Co., Circuit Ct. of Appeals 
(Fifth Circuit), 4 Fed. Rep. 2nd, 835. 





AUTOMOBILE 

Provision in policy of automobile insurance 
against liabiiity for injuries, in certain cases 
does not bar recovery. 

The policy contained a provision exempting 
the insurer from liability for injuries resulting 
from “knowingly violating the laws or rules 
of a corporation or firm for safety.” Held, 
that this does not preclude recovery by one 
injured while violating a State law by driving 
an automobile at a high rate of speed on the 
wrong side of the road. 

Supreme Court, Minnesota, May, 1925. 





AUTOMOBILE 


Fulfillment of condition of sole ownership 
in prerequisite to validity of policy. Waiver 
by broker, either express or implied, of a 
condition in the policy could not bind the 
insurer. Insurer is not estopped by conduct 
as to assured’s want of title where the facts 
are unknown. Acceptance and retention of 
premiums without knowledge of breach is 
not a waiver. Retention of premium after 


demand for return is a waiver of breach. 
Plaintiff purchased an automobile on a con- 

ditional bill of sale. $1500 remained to be paid 

on the car, plaintiff to one 


when applied 
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Stowell to procure him a fire and theft pol- 
icy. Stowell, acting as broker, applied to the 
toca agent of the company for a policy of 
fire and theft insurance, which was thereafter 
issued. The agent did not make any enquiry 
as to the plaintiff's interest and the broker said 
nothing about it. On October 13, 1922, the 
car was stolen from plaintiff's garager, and 
plaintiff thereafter filed proof of loss. De- 
fendant did not offer to return premium until 
after suit was brought. 

At the time the car was stolen there was a 
balance due thereon of $500, which was after- 
wards paid, and the entire loss was bound to 
fall on plaintiff. The policy contained the 
usual provision, stating that it was to be null 
and void if the interest of the assured was not 
unconditional and sole ownership. 

Held, that the assured cannot recover. 
Neither the insurance company nor its agent 
knew of the title except as they were told by 
the broker. While no representations as to 
title were made by the assured or his broker, 
there was no duty on the company to make an 
enquiry. Stowell, under the Connecticut 
statutes, was an insurance broker, and as such, 
he was merely the agent for the insurer as to 
the premium, and the agent for the insured in 
negotiation for the policy. 

The company’s agent was entitled to rely 
upon statements made by the broker and was 
not required to investigate the assured’s title. 
There was no estoppel or waiver implied from 
conduit, for the company did not know the 
facts as to assured’s title. The mere retention 
or acceptance of the premium without knowl- 
edge of the breach does not constitute waiver 
or estoppel, although retention of premium 
after demand by assured for its return would 
be a waiver of any existing breach. There was 
no evidence here that assured had ever de- 
manded a return of the premium. Judgment 
for the defendant. 

Mishelof vs. American Cent. Ins. Co. (Su- 
preme Ct. of Errors of Conn.), 128 Atl. Re- 
porter 33. 


LIFE 

Where the beneficiary of a life policy may 
be changed at the will of the insured, the 
named beneficiary has no vested interest 
therein, Trustee in bankruptcy is entitled 
to take surrender value of policies, in prefer- 
ence to wife of insured, named as beneficiary. 

The insured was adjudged a bankrupt on 
April 9, 1924. At the time of the adjudication 
the insured had ten policies in all, of which the 
wife of the insured was named as beneficiary. 
The cash surrender value and loan value of 
the various policies was $18,415.78 on date of 
adjudication. Counsel for the bankrupt claimed 
that the beneficiary had a vested interest in the 
policy of which she could not be deprived. 
Held, however, that the provision in the policy 
giving the insured the right to change the bene- 
ficiary negatives the possibility of the bene- 
ficiary having a vested interest. To give the 
beneficiary a vested interest in the policy would 
be the same as destroying the clause in the 


policy, giving the insured the right to change 
the beneficiary. It would be unjust to permit 
the insured to withdraw over $18,000 in cash 
surrender value the day after his discharge 
in bankruptcy, and remove this property beyond 
the reach of his creditors. Adjudged that the 
trustee is vested by operation of law with title 
to all ten policies for the purpose of securing 
their cash surrender value. 

In re Whiting (District Court, W. D., North 
Carolina), 3 Fed. Rep. (2nd), 440. 

George W. Wells Reappointed 

George W. Wells, Jr., Insurance Commis- 
sioner of Minnesota, has been reappointed by 
Governor Theodore Christianson. Under the 
new law, his term is for four years. 

Mr. Wells became Commissioner in May, 
1922, following the resignation of Gustav 
Lindquist. As of January 1, 1923, he was 
reappointed for a two-year term. 


New Orleans News-Letter 
(Concluded from page 13) 


my eggs in one basket, which is considered a 
most unwise and imprudent thing to do; for if 
anything should happen to my solitary basket 
my eggs would be scrambled and I would have 
much difficulty in unscrambling the mess and 
getting things straightened out. Under exist- 
ing conditions such a thing could not occur. 
All of my companies, no matter what might 
happen, would not simultaneously retire and 
leave me in the lurch. So I must respectfully 
decline your offer.” 

Similar propositions no doubt have been 
made, are no doubt now being made and no 
doubt will be made to other agents in the 
State. 

I strongly advise them to be cautious, to 
follow the pattern set by the hero of my story 
and by Antonio who, as Shakespeare tells us, 
would not trust his ventures in one bottom. 

O’Hacerty, 


Quake Loss Estimated at Under 
$2,000,000 
(Continued from page 3) 


they might get to work at once on the settle- 
ment of the losses. 

Since the quake earthquake insurance has 
taken a tremendous jump in the Southland 
and Los Angeles offices report that up to this 
evening approximately $30,000,000 of new cov- 
erage has been placed and that almost an 
equally large amount will be written after the 
holiday. The new lines are coming not only 
from Los Angeles, but from all parts of the 
State south of the Tehachapi and for all 
classes of buildings. 

In practically all instances board rates are 
prevailing on the new lines but some of the 
non-board general agencies are demanding and 
are receiving 25 per cent above board rates 
and are having no difficulty in getting the busi- 
ness. At the same time these non-board com- 
panies are paying but 15 per cent commission 
for the business. 
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Reports from New York and other Eastern 
insurance centers indicate that the quake in the 
West has greatly stimulated the sale of earth- 
quake insurance throughout the entire country. 
One of the largest covers in the East has been 
placed on the Equitable building, in New York 
city, which has been insured against this haz- 
ard for $5,000,000. 





John Hancock to Grant Additional 
Insurance 

Further policies for $2000 to $10,000, de- 
pending upon the amount of the original policy 
issued, will be granted by the John Hancock 
Mutual Life of Boston to its policyholders 
who have passed a full examination within 
one year. 








PERSONAL ITEMS 











E. J. Barlet, general agent of the Guardian 
Life Insurance Company in Philadelphia, now 
has just been reappointed for the fifth con- 
secutive year in charge of the publicity activi- 
ties in that association. “Perennial Publicity 
Promoter” of the Philadelphia Association of 
Life Underwriters is the friendly title imposed 
on him. Associated with hinr are: O. F. 
Heyman, special agent of the Northwestern 
Mutual; Hugh Kemp of the Connecticut Gen- 
eral; W. M. Solly, agency manager of the 
Continental Life of Wilmington, and | 
Willing, general agent of the State Mutual. 
Some striking propaganda has resulted from 
the efforts of this committee in connection with 
the Philadelphia Life Insurance Congresses 
which hold the record for attendance, the high 
point being reached in the 1925 Congress with 
2238 present, and attendance in excess of any 
Life Congress and that of any national con- 
vention of life underwriters. 


Charles E. Dox, manager of the Western 
department of the London and Lancashire and 
its affiliated companies, was last week tendered 
a banquet by officers and directors of the 
Orient Insurance Company, in recognition of 
twenty-five years of continuous service with 
that company. The affair was held at the 
Drake Hotel, with about forty .present. A. G. 
Mclllvaine, president of the Orient, presented 
him with a solid silver tea and coffee service. 


E. F. Watson, vice-president of the Ameri- 
can Surety Company, is receiving the con- 
gratulations of his colleagues upon his return 
from British Columbia last week with the skins 
of two black bears which weighed 400 and 200 
pounds respectively. The bears were shot dur- 
ing Mr. Watson’s vacation at Penny, B. C, 
and the larger one, measuring six feet, six 
inches, charged Mr. Watson after having been 
shot in three vital places. The other one was 
dropped with a single shot, which was stated 
by Mr. Watson’s guide to be only the second 
feat of its kind he had seen accomplished by 
an Eastern sportsman. 


Henry A. Nelson, for fifty years an em- 
ployee of the Continental Insurance Company, 
New York, was signally honored last week by 
Ernest Sturm, chairman of the board of direct- 
ors of the company and all officers and depart- 
ment heads, as well as employees of the un- 
earned premium department at a meeting held 
in the director’s room. Mr. Nelson was pre- 
sented with $1000 in gold and a fifty-year 
medal. Chairman Sturm made the presenta- 
tion. 
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apa ante ly Premium plan. 


0. ¢ L. BUILDING 
Same Rates for Males and Females. 


Double Indemnity and Monthly Disability Income features for 


Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Il., Ia., 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. 
THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 
The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 


a 


Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


Participating and Non-Participating Policies. 
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The Cream Is in the “Strippings” 





If you ever lived in the country, you probably have had the 
experience of nestling your head against the warm side of a 
red cow, the while balancing yourself on a one-legged stool 
as you directed two alternate streams against the bottom of a 
tin pail gripped tightly between your knees. And you re- 
member the admonition to make a thorough job of it—‘“‘for 
the most cream is in the strippings.”’ 


In the life insurance business we face a like necessity. There 
is a certain volume of business that comes to an agent without 
much exertion, and is apt to be worth little more than the 
activity required to produce it. After the easy business is 
exhausted, then continued persistent effort brings the business 
that makes an agent successful and prosperous—for the cream 
of the territory is in the “‘strippings.” 


The Peoria Life is known for the help and encouragement 
extended to its agents to get the “‘strippings’’ of their territories. 
Policies are issued at all ages, to women as well as men, on 
participating and non-participating plans, for both standard 
and impaired risks. Thorough service to policyholders sup- 
plements cooperation with agents. Stimulating campaigns at 
frequent intervals inspire Peoria agents to realize their full 
possibilities—to get their share of the ‘‘hard-to-get” business 
which is the basis of big success. 


Peoria, Illinois 


Peoria Life Insurance Co. 














THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York 
has a record of EIGHT Y-TWO YEARS of prosperous 
and successful business. It has passed through 
panics, pestilence and wars unharmed, and to-day, 
as a result of eight decades of endeavor, offers financial 
strength, reputation, magnitude, leadership, and life 
insurance service. 


Those considering life insurance as 
a profession are invited to apply to 





The Mutual Life Insurance Co. 
of New York 


34 Nassau Street New York 
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How Insurance Salesmen Cashed in on Shrine 
Conclave 


By Frank H. 


The greatest conclave of shriners ever held 
was that staged in Los Angeles this summer 
and, naturally, all Southern California life in- 
surance salesmen tried to cash in on this event 
to the fullest possible extent in increasing their 
circles of friends and in getting more busi- 
ness. 

Some of the Southern California life insur- 
ance agents were particularly successful in do- 
ing this and it will, no doubt, be of interest 
and value to life insurance salesmen in other 
sections of the country to learn of the methods 
by which the desired results were secured, as 
this knowledge will help other life insurance 
salsmen in cashing in to the fullest possible 
extent on such conventions as are held in their 
own cities and in nearby cities. 

Eighty thousand shriners were registered 
for the conclave and this was 35,000 more than 
ever before attended such an event—nearly 
double the previous high attendance. For 
event, the official shrine night parade, there 
were 100,000 people jammed into the Coliseum 
with 200,000 more jammed into the nearby 
streets vainly trying to gain admittance. This, 
too, when the lowest seats in the Coliseum were 
priced at $1.50 each. 

From this it is evident that there was a very 

universal interest in the event which, natu- 
rally, made people pay particular attention tc 
all unusual and striking little things done by 
the life insurance agents in hooking up with 
the affair. 
; One particularly interesting and striking lit- 
tle stunt put over by a life insurance salesman 
was that of having a sign in his show window 
showing the routes of the parades during the 
week, 

Then in addition to this sign showing the 
Parade routes this salesman had another sign 
in the window labeled like this: 


one 


WILLIAMS 


“The best route to security and content- 
ment.” 

This sign then showed a layout of the sec- 
tion of the city in which the agent’s office is 
located with arrows leading through the streets 
to his office. 

Beneath this sign was lettering reading like 
this : 

“The security and contentment route 
straight to the purchase of our life insur- 


lead 


ance.” 

Of course, as there was a very great deal 
of interest in the routes to be taken by the big 
shrine parades, this first sign attracted much 
attention and aroused much interest. Then, 
after looking at the first sign, the people turned 
their attention to the second sign. This sec- 
ond sign proved equally interesting to most 
of the 
timely 


folks because it was so novel and so 
and this, 
name and address of the insurance salesman 
on the folks, made them feel that he was up- 
to-date and enterprising and all this, therefore 
had a very splendid effect in increasing the 
salesman’s standing and prestige. 

Another life insurance agent who has been 
in the habit of attending shrine events in dif- 
ferent sections of the country for many years, 
because he is himself a shriner, had a display 
in his show window of the various badges, in- 
signia, programs, etc., which he had secured 
at the various meetings he had attended. With 


very therefore, impressed the 


each of the articles in this display was a typed 
card giving the place where the article had 
been secured, the nature of the meeting at 
which it had been secured and the date of the 
meeting. 

In fact this window display 
elaborate and quite extensive collection 
shrine material. 

People are always interested in collections of 


was a quite 
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this sort and so it isn’t surprising to know 
that this display stopped a very large number 
of passersby all the time that it was on view. 
And, of course, all the people who stopped and 
looked at the display had the name and address. 
of the agent impressed on them, because the 
agent had a sign in the window giving his name 
and address, and all this, then, was of distinct 
help to the agent in introducing himself and in 
getting good talks with such new people as he 
approached. 

Another life insurance salesman had a big 
imitation fez made up and placed in his win- 
dow. This fez was about four or five times 
the size of the regular fez. 

In front of this big fez he had a sign read- 
ing like this: 

“We could easily have a head big enough to 
wear this. 

“Our policyholders are always complimenting 
us on our policies and on our service. In fact 
we are constantly getting so many compliments 
that if we wanted to do so we could easily get 
a head big enough to wear this’ big fez. Yes, 
we’re a shriner, too. 

“But we prefer to devote our energies to 
giving even better service so that we will merit 
even more compliments. 

“Get acquainted with us and learn what it 
is in our service and our policies that makes 
such a hit with our policyholders.” 

This unique window display created much 
comment and, of course, the more an insur- 
ance salesman is talked about, in a construc- 
tive way, the better it is for his business. 

Undoubtedly other life insurance salesmen 
could use this same little stunt with equally 
good results. 

During Wednesday, of shrine week, it rained. 
This was something that was almost unheard 
of because June rains are just about as scarce 
as hen’s teeth in Los Angeles. 

Of course all the visiting shriners had a 
great time kidding Southern California because 
its weather was so unusual. And one life in- 
surance agent residing in a city near Los 
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Angeles cashed in on the event in a striking 
and decidedly interesting way. 

This salesman put an umbrella in his show 
window. Under this umbrella he placed one of 
the plaster casts of shriners which were sold 
in such large quantities in Los Angeles dur- 
ing shrine week. On this plaster cast he placed 
a little card reading: * 

“How dry I am.” 

Then from the top of the window he had 
streamers of paper hanging down to represent 
rain and had these labeled: 

“Poverty in old age. 

“Trouble for relatives. 

“Failure.” 

And so on. 

The umbrella itself was labeled. 

“Our insurance protects you from the rain 
of disaster.” 

And in the foreground of the window was 
a large placard reading like this: 

“Keep dry with our insurance protection. 
Don’t let the unexpected make you all wet.” 

This was so very timely and such a good 
hook-up with the convention that it brought 
many compliments to the salesman and helped 
him greatly in extending his acquaintanceship 
and prestige. 

All of which is submitted in the hope that it 
will be of real value to other life insurance 
salesmen in cashing in on conventions in their 
cities and nearby cities. 


Builds for the Future 


L. M. Blaylock sends in the following evi- 
dence in favor of the endless chain system, 
and in proof of the moral which follows the 
tale: 

“Late in 1922 I was at one of the hotels here 
in the city when a lady came in selling War 
Cry papers for the Salvation Army. I met 
her and asked her about her life insurance, 
when she told me that she had five children, 
would like to have a policy in the Franklin 
because she had once lived in Springfield, and 
asked me to see her on the first of the month. 
On the first of the month she bought a $1000 
policy. I then met the captavi of the post and 
sold him $10,000; his wife $1000; a young lady 
$1000, and a young man $1000, twenty year 
endowments. 


“Last fall the lady I had met in the hotel 
married a contractor here and a few days after 
their marriage I sold him $10,000, and now I 
am enclosing the first named person’s applica- 
tion for $10,000 more. The couple are now very 
prosperous. The husband has six children be- 
side the wife’s five, so there are now eleven 
children in the family. I have the promise of 
all the children’s applications as soon as they 
are old enough to be examined for insurance 
in the Franklin. 

“Moral: Don’t pass up a woman because 
she has to work for a living.”—Franklin Life 
News. 


The Selling Line Is the Service Line 


A colored man’s wife one day said to him, 
“How come yuh is always lookin’ fer a job 
an’ neber finds one?” To which her mate re- 
plied, “Dat’s skill, woman, dat’s skill.” 

We have known agents to claim they had 
put in many hours canvassing for ordinary 
without gaining anything but a few remote 
promises which never materialized. These 
men apparently were sincere in their belief 
that they had really worked, but they had 
bustled instead of hustled. They lacked in 
directness and seemed oblivious to the fact 
that the time expended had a cash value of 
many hundreds of dollars, which would have 
heen theirs had they invested a certain amount 
of energy in the real aim to write business. 

Given even a fair understanding of his sub- 
ject, a one-hundred-per-cent desire to insure 
people, an honest-to-goodness ambition to make 
money and an all-wool and yard-wide wish to 
be of service to humanity, it would be difficult 
for any agent to get by a couple of days or so 
without ordinary. If he scored a blank at the 
end of the week, one of three things would be 
certain—first, he did not talk ordinary; sec- 
ond, he did not expose himself to sales; or, 
third, he had no confidence in his ability to sell. 

If you are an agent who has put down a 
zero on the blackboard for several consecutive 
weeks in connection with ordinary and your 
record is nothing to brag about, don’t you think 
you owe it to yourself and everybody concerned 
to talk the question over with the assistant and 
devise ways and means to be reckoned with the 
regular producers? 
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Selling life insurance is a service which in. 
volves perhaps more than any other seryig § 
in the world. If you look on canvassing ag, 
source of livelihood only, you are making ; F 
huge mistake, for it is only by recognition qf 
the great service we render when we sell that 


our names go around from mouth to mouth jy 


a way to advertise us so that we may rene | 


other and increased service. 
Selling life insurance is recognized and r. 


garded to-day more in the light of a profs. | 
sion than merely as a line of business, Ty | 
public regards the men engaged in this seryig | 


most highly and gives its confidence mop 


freely than ever before in the history of lif 
underwriting. But you have got to do yor) 
part. Place your proposition before the peopk | 
and you can not fill your calling unless yu | 
appreciate your responsibility to them and th | 


district. 

Get away from small ideas in ordinary, Lg 
the people know who you are and be Johnny. 
on-the-Spot, no matter whether the case } 
one for an intermediate, an individual for $10; 
000 or a group of $10,000,000.—The Prudent 
Weekly Record. 


Guardian Life’s June Gains 
June was policyholders’ month with th 
Guardian Life Insurance Company of America, 
New York, and that period, as compared with 
the record for June of 1924, showed an ip. 
crease in issued business of 53.1 per cent ani 
in submitted business of 65 per cent. 
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When and How to Write Term Insurance 
By Curnton F. McCorp 


I have heard it said that term insurance 
should be sold only when all other plans have 
failed, or, as a last resort. But I do not agree 
with this. It seems to me that if an agent has 
any idea of human nature he should know when 
to talk term insurance. His experience should 
teach hint what plan to show so as to quickly 
interest his prospect. If, in my judgment, 
term insurance apparently fits a particular case, 
term insurance is the plan I am going to try to 
sell, irrespective of compensation, volume, or 
anything else. In this case I should by all 
means suggest term insurance, because, sooner 
or later, and after the competition has been 
disposed of, I shall convert the term policy. 
Thus I have succeeded in placing a permanent 
policy on the books of our company, and I 
have been amply compensated. May I tell of 
a recent experience? I had delivered $50,000 
ordinary life to a local manufacturer, bringing 
our company’s line up to $200,000. It occurred 
to me that I might insure this man’s manager 
for $50,000, making the corporation the bene- 
ficiary. I felt in this instance that the term 
plan might appeal if any plan would, because 
my client is a very shrewd individual, so I 
suggested ternr and he agreed. By g p. m. the 
same day I was at the manager’s home with 
two doctors. He asked who would pay for the 
insurance he was being examined for. I 
assured him that his corporation would pay, 
so he willingly signed any papers placed be- 
fore him. In addition to the $50,000 corpora- 
tion application, I later completed an applica- 
tion for $25,000 ordinary life payable to the 
applicant’s estate. When the $75,000 of in- 
surance arrived, I offered the two policies to 
the corporation’s president, but he said that 
$50,000 term was sufficient, and was entirely 
satisfactory for the concern’s needs. In a day 
or two I placed the $25,000 ordinary life and 
received the manager’s personal check for the 
premium. I have done the same thing before, 
but with the situation reversed—that is, I have 
insured a manager for $50,000 ordinary life, 
then ordered $50,000 term and placed it with 
the corporation without any difficulty. Thus 
I have briefly stated when term insurance 
should be written. It often leads to more busi- 
ness, 

Now as to the best way to convert term in- 
surance. During my twenty-five years of work, 
I have sold many hundreds of thousands of 
term insurance, but I have always promised 
myself that I would convert what I could, 
0 with that thought in mind I have never 
failed each month to go over my renewal re- 
celpts and record cards and take out all term 
cases. I decide in my own mind as to the plan 
the insured should change to, and I stick to 
that plan. I never present an alternative prop- 
osition. I then write for papers and see the 
Policyholder—T do not telephone or write. In- 
variably I have made up at my office a letter 
Pertaining to the change. The psychological 
effect of this is good, because the term policy- 
holder feels that we are taking a personal in- 
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British Life Office Issues Dowry Policy 


(From Our London Correspondent) 


Lonpon, ENGLAND, June 24.—To the re- 
sourcefulness of insurance offices—and life 
offices in particular—in introducing new and 
attractive benefits there is apparently no end. 
A new prospectus just issued by the Legal and 
General Assurance Society, Limited, deals with 
a policy for baby girls which has been framed 
upon lines that should make for its ready 
acceptance. It provides for the payment of a 
dowry in the event of marriage between ages 
17 and 55; and, if no marriage dowry becomes 
payable before the maturity of the policy at 
age 55, the option of either an immediate an- 
nuity—the first quarterly payment of which 
will fall due three months after the policy an- 
niversary in the fifty-fifth year of age—or an 
immediate cash payment in lieu of such an- 
nuity; there is, further, an extended benefit of 
a novel character in that in the event of mar- 
riage the society would be prepared to grant a 
paid-up policy on the husband’s life (subject 
to satisfactory medical examination) in re- 
spect of each £100 of dowry left with it— 
a table of policy amounts, which, of course, 
are governed by the age of the husband, being 
given, and it is pointed out that a policy of 
this nature would be a very valuable asset to 
the bride during her future lifetime as at her 
husband’s death at any time it would provide 
an immediate capital sum. 


The whole scheme is in fact very elastic and 
makes wide provision for changing circum- 
stances; while liberal guaranteed surrrender 
values are granted in the event of the death of 
the assured or discontinuance of the policy be- 
fore marriage or attainment of age 55. 

An annual premium of £10 is selected as a 
basis, larger or smaller’ payments securing pro- 
yortionate benefits. Assuming a policy to be 
taken out at age one next birthday (annual pre- 
mium £10), the amount payable on marriage 
after the policy anniversary in the following 
years (by way of example) would be: 

Eighteenth year £233, thirtieth year £490, 
forty-fifth year £955, fiftieth year £1162. 

Alternative benefits at maturity of policy in 
fifty-fifth year of age would be: Guaranteed 
immediate annuity, £88 2s.; alternative cash 
option, £1351. 

In the event of marriage, the amount of the 
paid-up policy on the husband’s life applicable 
to each £100 of dowry left with the society 
would, at the following ages (next birthday) 
of husband at date of entry, be: 

Age 21, £353; age 25, £328; age 30, £208; 
age 40, £230. 

It now remains to be seen whether some 
ctHer enterprising office will be able to go one 
better in inventiveness. 








terest in his case. He reads the letter atten- 
tively, and when he sees that only a small 
amount of cash is required, he shows interest. 
In selecting the plan to change to I usually 
choose twenty-payment life, since 75 per cent 
of all conversions made by myself have been 
on that plan, but as if originally so issued, 
because, I am able to show the insured that he 
is receiving credit for all premiums paid to 
date, and that he is getting the benefit of his 
original age rate. So, in all respects the new 
policy will be just the same as though it were 
originally issued that way—same number, same 
date, etc. The insured is out only the inter- 
est on the back difference—all of which, from 
his point of view, is attractive and makes an 
impression. I suppose it is needless to add that 
in every instance I request our home office to 
send a lien note for the maximum amount 
available toward the cost to change. It is 
astonishing how little thought is given to in- 
terest in term changes—it is seldom questioned. 
I have seen policyholders go year in and year 
out without ever mentioning the lien note in- 
terest item. Perhaps I should say that I in- 
variably see the term policyholder just before 
the current year’s premium is due, because, 
with the lien note arrangement, the actual 
amount of cash required to consummate the 
matter is, in most cases, not any more than the 
current year’s term premium; besides, if the 
current year’s term premium is paid, and I 
then call upon the insured with a proposition 
to convert, much of the effect of my argument 
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is lost and the policyholder usually says he will 
wait another year. Of course, some agenrits 
may contend that a change at the attained age 
is preferable, and no doubt in many cases it 
would be to the insured’s advantage. The diffi- 
culty, as I see it, in attemping to change at 
the attained age is that we go to the insured 
with practically a new proposition—that is, he 
is not receiving any credit for back premiums, 
and he is required to pay an increased rate at 
his attained age. He is apt to hesitate, and 
may communicate with other agénts to learn 
what they have to offer at his present age. Thus 
complications arise, and we have made trouble 
for ourselves without accomplishing anything. 
—Penn Mutual News-Letter. 


State Mutual Agents Have Good Session 

The joint convention of the general agents 
and agents of the State Mutual Life Assurance 
Company, Worcester, Mass. held at the 
Chateau Frontenac, Quebec, proved a big suc- 
cess. The meeting followed soon after the big- 
gest month of the company ever experienced, 
that of May, a record which was analyzed by 
Joshua B. Clark, of Williams & Clark, gen- 
eral agents of the company at Boston, as a 
part of the two-day program. 

Among the features on the program was an 
address by Dr. S. S. Huebner, and also one by 
Russell S. King. Colonel Melvin H. Leonard, 
who wrote $356,000 during his first five weeks 
in business, talked about opportunities in life 
insurance as seen by a beginner. 
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One-third of our population is made up of children 
under fifteen years of age, according to the latest report 
of the National Bureau of Economic Research. 


One-third of the possible prospects in every community 
are therefore children. 


Lincoln National Life agents can write children down 
to one day old under the Lincoln National Life Juvenile 
Policy which provides for waiver of premium in event 
of the death or disability of the father. 
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The Lincoln National Life Insurance Co. 


“Tis Name Indicates Its Character” 


Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $365,000,000 In Force 


The Royal Union Life 


Insurance Company 


Des Moines, Iowa 


STRONG AND PROGRESSIVE 


PAID TO POLICYHOLDERS— 
Over $19,000,000.00 


INSURANCE IN FORCE— 
Over $138,000,000.00 


A. C. Tucker, President 


D. C. Costello, Secretary Wm. Koch, Vice-Pres. 























The Prosperous Agent 
By William Alexander 


The carpenter does his work with plane and saw 
The blacksmith with hammer and anvil. But the 
insurance salesman works without tools. He em- 
ploys his mind on the minds of other men. Hence 
the importance of making the most of his mental 
equipment. ‘The little book entitled ‘The Prosper- 
ous Agent’’ deals with this subject in a practical way. 
It tells how the life underwriter can read his own mind 
and understand the minds of other people. It tells 
how his mental faculties can be developed and utilized 
in such a way as to increase his efficiency and con- 
sequently his earnings. 








PRICES: 
Cloth Binding, $1.50 Paper Binding, $1.00 
Discount in Quantities 
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extremely interesting and instructive piece of adver- 
tising matter. 
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To Casualty Insurance Executives 
Cut Premiums--Not Rates 


Two-thirds of United States Auto 
population is yet to be insured. 


Your agent and broker can get this business if you 


will co-operate with him by supplying each with a 
copy of 


“CUTTING THE COST OF AUTO 
INSURANCE IN HALF” 


By HERMAN A. BAYERN 
Specialist in Automobile Insurance 


It Tells the Whole Story, $1.00 


Possession of this book will enable them to sell some of the 
uninsured automobile owners, to successfully meet competition 
with mutual or cut-rate companies, and convince those who are 
insured to increase their limits of liability coverage. On back 
of each book is imprinted your advertisement. 


H. Sherwood Young, of the United 
States Casualty Company, says: 
“TI want to congratulate you on producing such an 


I can truthfully say that it is the best 


$1.00 per copy. 1000 copies—$490.00 
THE SPECTATOR COMPANY 
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i The Pioneers 


The skilled workman takes great pride in 
his kit of tools. If he is really interested in 
getting the best results and building for him- 
self a reputation for ingenuity, accuracy and 
dispatch he will take great care in the selec- 
tion of his tools and will thoroughly acquaint 
himself with the use of each one. 

The old built houses that 
strong and durable. They kept out the prowl- 
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North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 








- company is making rapid prog- 
ress and is in position to offer 

— liberal General Agency Con- 

— tracts. Our Disability Clause is 
a wonderful sales closer. 

'S Address for further informa- 
tion: 

~ F, J. Uehling, President. 

a: 

O . 
A Record of Service 





The year 1925 marks the seventy-fourth 
anniversary of the Massachuseits Mutual 
Life Insurance Company. Ever since 
1851 this Company has furnished unex- 
celled life insurance protection at a low 











st net cost and has maintained its record of 
re unswerving loyalty to its policyholders. 
ck The years have brought wonderful 
stowth and prosperity. To-day, as in the 
past, the whole personnel of the Com- 
pany is imbued with the spirit of service, 
an a spirit that permeates the entire activity 
- of the organization. 
JOSEPH C. BEHAN 
Superintendent of Agencies 
Massachusetts Mutual Life 
ct | | Insurance Company 
Springfield, Massachusetts 
— Organized 1851 
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ing animals of the forest and protected the 
family from the inclemency of the weather 
But they lacked much. The builder, perforce, 
contented himself with an axe, an adz, an iron 
bar and a draw knife. With the axe he cut 
down trees and trimmed them. With his adz 
he shaped them into proper logs for the walls 
of his cabin and with his draw knife he split 
from the straight grained red oak the shakes 
to cover his roof. 

To-day the man-‘who builds a house has sev- 
eral kinds of saws, a variety of planes, squares, 
T-squares that are adjustable to mark a bevel 
edge, bits, augers, 
hatchets and hammers of various sizes and 
sorts, pliers, wrenches, vises, nail sets, screw 
drivers, jacks, every sort of nail from a lath 
nail to a forty-penny spike, screws and clamps, 
wire-pullers, plumbs, brushes, both 
wire and paint, sand paper, putty, plain and 
plate sheet rivets, composition 
tiling, paper, piping, 
plaster, paste, wall-paper, prepared mouldings, 


levels, braces, chisels, 


trowels, 
glass, metal, 
roofing, concrete, felt 
and some several thousand other things that 
cannot be remembered here and could not be 
printed if they could be called to mind on ac- 
count of the space required. 

Is it any wonder he is better equipped to 
build a comfortable house? Is it anything to 
marvel at that he can make a palace with as 
little or less effort than the old pioneer could 
construct a lean-to cabin in the woods? 

He can do it because he has the tools and 
knows how to use them. And, incidentally, the 
man who learns how to use them to the best 
advantage turns out the best work and makes 
the best money. 

The old pioneers in the insurance business 
had to contend with conditions entirely differ- 
ent from those prevailing to-day. They, per- 


force, contented themselves with a contract 
which simply bound some insurance company 
to pay a named beneficiary a stipulated sum 
if the insured should die. They could not even 
talk about cash and loan values because there 
were none. The insurance they sold was of 
a kind that compelled the insured to die to 
It was protection and it was good, even 


3ut many 


win. 
as the cabin in the woods was good. 
things were lacking to make the contract ideal. 

To-day the man 
other words, builds houses of protection—has 
He has extended 


who sells insurance—in 
different tools to work with. 
insurance, loan and cash values, dividends, in- 
legal extra 
benefits, cov- 
income 


clauses, reserves, 
mortuary 
erage, coverage, 
various and sundry forms of contracts to fill 


contestability 
indemnities, accident 
disease settlements, 
a variety of needs. 

The skilled insurance man of to-day knows 
how to use his par and non-par, his return 
premium plan, his increasing term plan, his 
educational endowments, his group coverage, 
his wholesale and payroll deduction plans, his 
non-medical forms, his special low cost poli- 
cies, his long and short term endowments, his 
convertible and his renewable term forms. In 
other words he has a wonderful kit of tools 
and he knows how to use them.—The Pioneer. 
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Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$3,483,201.42 on Deposit with the 
Indiana Insurance Department 


$375,907.67 Surplus Protection to 
Policyholders 


$40,000,000.00 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


Insurance in_ force 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS, MICHIGAN 
ee TENNESSEE, TEXAS AND 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 











ATTENTION 


One of the primary objects 
of this Company is to extend 
genuine cooperation to its 
agents. Experience has taught 
us such a method is profitable 
because it promotes good 
fellowship and enthusiasm for 
a common cause, and induces 
loyalty to it. We want more 
Field Men and General Agents 
for Illinois and Indiana. Ref- 
erence required. Write. 


A. E. JOHNSON, Asst. to Pres. 
CHICAGO NATIONAL 
LIFE INSURANCE CO. 

202 So. State St. Suite 314-324 


Chicago, Illinois 
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NEW POLICY 





Disability Benefits of 


$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 


Manhattan Lite 


Insurance Co. 
of New York 


More Tekneek—Being 


Letters of a Would-Be 


Life Insurance Agent to His Girl 


By H. L. Jones 





The “hero” of these letters is of a type 
that ts fast becoming obsolete, there be- 
ing no room for such as he is in a busi- 
ness which now requires undoubted gifts 
of personality, ability and general knowl- 
edge. The accompanying letter is the 
fourteenth of a series which brings out 
in a novel manner the mistakes an agent 
can make. Companies or general agents 
that are interested are invited to write to 
the editor and if sufficient interest ts 
shown they will be issued in booklet 
form.—Enttor’s Norte. 




















My Dear Gladys: 

It must-be about two weaks since I wrote 
you. I got yours which spoke about my last, 
which was about checks. Monthly. Just fancy 
your uncle being so interested. Do you think 
he suspects you care for me, Gladys? 

Its a pity he has such a bad cough. Per- 
haps the change from Australia won’t do him 
no good. Funny how your father never got 
no cough. Perhaps its because he’s too tired 
to cough. 

Did you get the company’s magaseen I sent 
you? There’s some good things in it. One is 
a letter written by a man who was killed in a 
auto accident and he got double the money he 
would have got if he had chose an ordinary 
plan of dying. So he’s glad he chose that way 
and thanked us for same, with our prompt 
check. The photo on page II is our manager. 
He looks smart, eh Gladys! 

He never thanked me for those two I gave 
him for his berthday, and seems sore. No 
gratitude, Gladys. Some of the fellos have 
been round to see some of the risks I seen 
and got business. Guess he’s sore I never 
closed them. All I can say is they weren't 
open when I was around. 

I think some of these big fellos that write 
lots, like to kid you along. One says to me, 
why don’t you special lies? I said that sort 
of stuff never lasts long. He said, what are 
you talking about, what stuff? I said, busi- 
ness got by special lies. He looked at me and 
said, why, you’re better than I thought you 
was. And walked off. Just as well to let them 
know I’m honest, Gladys. But I found out he 
meant something else. 

He’s one of those fellos that go in for pro- 
grams. This is more tekneek and don’t mean 
programs like movies or theatres, or a con- 
cert. It means insurance programs. 

This fello special-lises in estates that shrink 
when he dies. The owner. My estate shrinks 
before I die and I can now earry it in my vest 
pocket. But the big men who have estates take 
out insurance for shrink. There was a article 
in the Saturday Evening Post and it was called 
the Elusive Panaseer. It showed how men 
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worth millions when they were alive, weren't 
so clever as they thought when they died. ]j 
their estate was in diferent States it wasn’t in 
as good a state as they thought, if you know 
what I mean, Gladys. They owed so much 
money in taxes to the places they never fp. 
longed, that the place they reely belonged t 
had to fight the widow for what was left 
Which wasn’t much. It didn’t matter if these 
was a will or not. As the lawyers say where 
there’s a will there’s a wait. So to be a big 
fello at this game you have to be a sort of 
lawyer and know all about taxes which are 
jew. 

The only way to meet these taxes, inherited 
taxes they call them, is to have insurance which 
is always worth its face value. Face value 
means alright in insurance, being tekneek. In 
other ways face value is no good. 

For instance, the face value of some people 
mean their parents owe them money for seni- 
ing them into the world with such a awful 
handycap. Like that man Wendelsohn. 

But in a policy it means you get cold cash, 
At once. I don’t know why they call it cold 
cash, unless its because if they said hot cash 
it would sound like melting. My cash must 
be boiling hot, Gladys. 

Your uncle has the cash with the right sort 
of temperatyour. He must have put it ina 
refrig when he was young. And your father 
lit the furnace with his. 

One of our fellos brought in a big case and 
I said how did you get it. And he said, oh 
it was a policy to give a man’s children a col- 
lege edyoucation, which he never had himself. 
He says he is going round to all this man’s 
friends and get more by saying ain’t your kid 
as good as his? 

But for me, Gladys it made me wish I was 
getting policies for our kids’ college, Gladys. 
I always come back to that, eh Gladys? Don't 
show your uncle this part, but all the same I'm 





The Providers 
Life Assurance 
Company 

Operates in Illinois, Ohio, 
Missouri and Michigan. 


Desires to secure a capable 
agency organizer. 


Salary and commission. 


Apply Home Office 
1530 N. Robey Street 
Chicago, III. 
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like that. Planning ahead. I bet they would 
be like you, smart and always top. Which 
college would you send them to Gladys? 
Nobody could stop them from being Presi- 
dent some day and they could look after us. 
When we were old. I’m not so much of a 
pollytician not to vote for our own kid eh? 
Give my love to ma. 
Yours to a future, 
HENRY. 
P. S—Yes. Of course if your uncle incists 
you must tell him I’m serious. 
15 


Wins by Advertsing 


Dattas, TEx., July 6—For the fourth time 
in six months A. C. Bayless of Houston, gen- 
eral agent for the. Southland Life Insurance 
Company, led agents of that company in pro- 
duction, winning the monthly prizes for amount 
produced. Mr. Bayless is now nearing the $1,- 
000,000 mark in less than seven months. 

An editorial in a recent issue of The Dallas 
Dispatch has the following to say regarding 
Mr. Bayless’ accomplishments : 


THE Mopern INSURANCE SALESMAN 

The value of newspaper advertising is rec- 
ognized nowadays by the men who operate 
Virtually every line of business which has 
something to sell, whether it be merchandise, 
service or investment. 

And now comes A. C. (Tex) Bayless, one 
of the leading life insurance producers of the 
nation, and places his personal experience 


against the weight of opinion of those who 


operate the life insurance companies. 

Life insurance men, for years, have clung 
tenaciously to the belief that everything in the 
world can be sold by means of newspaper ad- 
vertising except life insurance. 

Mr. Bayless, as a beginner, went to Houston 
five years ago to operate a branch agency for 
the Southland Life of Dallas. He invested 
every dollar that he could spare in newspaper 
advertising of his business. 

To-day, he is a million-dollar-a-year pro- 
ducer—one of the best in America. Mr. Bay- 
less doubtless would eventually have climbed 
into this class, anyway, through personality and 
the merit of his sales ability. 

But newspaper advertising simplified his 
problem, cut down by years the time necessary 
to reach his goal. It proved his theory that 
people can be induced, through the newspaper, 
the most natural path to their minds, to buy 
life insurance, just as they can be induced to 
buy any other worth-while, useful commodity, 
such as motor cars, or soap, or tooth-paste. 

The modern life insurance salesman is sought 
out by his clients when they need him. He is 
no longer a seedy individual who makes him- 
self obnoxious and is avoided as a “pest” by 
folks he calls on. 

And the newspaper is the logical place for 
the modern life insurance agent to tell the pub- 
lic where he can be found. 


A Defence of Women 


In William Alexander’s new book on in- 
come insurance strong arguments are advanced 
to substantiate the author’s belief that if women 
had business training they could invest their 
money as safely as men. Such facts as the 
following are cited: 

Get-rich-quick swindlers are as successful 
with writers, doctors, painters, sculptors, musi- 
cians and other professional men who lack 
business training as they are with women. 

Some women waste the money they inherit, 
but many widows who receive insurance money 
fail to invest it because the amount is so small 
that it is needed for current expenses. The 
whole fault here is with neglectful husbands 
and not with the women whose insurance needs 
have been neglected. 

In this connection the following extract from 
an editorial in the New York World is inter- 
esting: 

America till 1870 was decidedly doubtful 
whether women should be given a higher educa- 
tion equivalent to men’s. Yet within the last 
half century the United States has produced 
a long list of women distinguished in varied 
scientific fields—Mary Putnam Jacobi in medi- 
cine, Mary W. Whitney in astronomy, Elsie 
Clews Parsons in anthropology, Christine Ladd 
Franklin in psychology, and so on. 

Women have lagged far behind men in scien- 








One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $4,'750,000. In- 
surance in force $115,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 


territory write today. 


AGENCY DEPARTMENT 











tific achievement because they have been 
immeasurably handicapped in educational 
training and facilities for work. Now that they 
are gaining a greater equality in opportunity 
they are making important contributions on all 
sides. 

The time may come when many women will 
qualify as financial experts, but during the 
years which must elapse before such a situa- 
tion can be hoped for, the men who insure 
their lives for the protection of their wives and 
children should see to it that their insurance 
is adequate, and distributed in monthly instal- 
ments payable for life, and not paid all at once 
in a lump sum. 

Income Insurance for Family Protection sells 
at $1.50 per copy. 


—During June the life insurance in force in the 
Bankers Life Company passed the $800,000,000 mark, 
according to the statement issued by George Kuhns, 
president of the company. 








EDMUND P. MELSON, President 


SPECIAL FEATURES ABOUT CONTINENTAL POLICIES THAT OFFER 


A WIDER FIELD - - INCREASED OPPORTUNITIES 


Age limits 8 to 65 

Major surgical operation benefits. 

Loan values at end of first year under most forms 

Annual dividends on certain policies issued at non-participating rates. 

Unexcelled underwriting service for sub-standard policies. 
accepts approximately 95% of all cases submitted. 


CONTINENTAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 


The Company now 


P. M. HARPER, Vice President 
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SCIENTIFIC PERSONNEL METHODS 


New Book Gives Valuable Information on 
Selection and Training of Salesmen 


Under the title, “Selection and Training of 
Salesmen,” a new book on scientific personnel 
methods has just been published. The volume, 
which deals with the foundation, development 
and efficiency of a sales organization, was com- 
piled by H. G. Kenagy, manager of the sales 
research department of Proctor & Gamble 
Company and former assistant director of the 
bureau of personnel research at Pittsburgh, and 
C. S. Yoakum, professor of personnel admin- 
istration at the University of Michigan and 
former director of the Pittsburgh bureau of 
personnel research. 

The book is of primary importance and value 
to all those who supervise or direct salesmen 
in any line of endeavor and its chapters dis- 
cuss such topics as preliminary survey, sales 
organization, field organization and research, 
management of branch sales 
study as a part of job analysis, etc. 

Illustrative charts are appended to the vari- 
ous outlines given for sales plans and the re- 
sults of applied tests and research in the sales 
field are given in tabular form. Sales authori- 
ties all over the country have contributed their 
efforts to the arrangement of the text and 
material contained in the book, called “Selec- 
tion and Training of Salesmen,” and insurance 
men also have added information to it. Among 
the insurance men who assisted the authors in 
preparing the book are: M. J. Ream, assistant 


agencies, time 
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superintendent of agencies, Mutual Benefit 
Life; C. F. Hansen, former assistant man- 
ager of the Life Insurance Sales Research 
Bureau; H. A. Richmond, former director of 
sales reasearch for the Equitable Life Assur- 
ance Society; T. M. Stokes, sales staff, Na- 
tional Life of Vermont, and Marion A. Bills, 
now consultant in office organization, with 
headquarters in Hartford. Those to whom 
the book is dedicated are: Walter V. Bing- 
ham, Arthur A. Hamerschlag, Walter Dill 
Scott and Edward A. Woods, the last-named 
being the noted life insurance general agent 
of Pittsburgh. 

“Selection and Training of Salesmen” is a 
volume which presents an exhaustive analysis 
of sales methods, selling problems and person- 
nel supervision and is a textbook on the sub- 
ject that should be read by every individual 
whose work includes the instruction and direc- 
tion of others. The book embraces three hun- 
dred and eighty pages and the splendid arrange- 
ment of the data, as well as the accurate in- 
dex which is added, makes any given section 
readily accessible. ‘Selection and Training of 
Salesmen” may be obtained through The Spec- 
tator Company, at $3.50 per 
copy. 


selling agents, 


—The Bankers Reserve Life Insurance Company of 
Omaha, Neb., has opened new offices at Indianapolis 
in the Continental National Bank building, with C. 
\. Kinder of this city as general agent and State 
supervisor for Indiana. Mr. Kinder has been in the 
insurance business for four years here and has been 
a heavy producer. 


Re-Canvassing Old Policyholders 


Once a vear the live merchant takes an jp. 
ventory of his stock, in order to keep abreay 
of the times. Just so in life underwriting, th 
up-to-date agent calls on his old policyholde;; 
at least once a year to advise and counsel re. 
garding matters in which he is especially fittes 


The month of June is considered one of the 
best times of the year to canvass old policy. 
holders. With the great farming community j 
is a breathing space between seeding and har. 
vest. With the city dweller it is an opportu 
time to close business that has been under con. 
sideration for some months, in order that the 
prospect may have the protection during vaca. 
tion season. 

Another advantage to keeping in touch with 
old policyholders is that there is no better way 
for keeping business on the books. The in. 
sured is naturally interested in the progres 
his company is making. 

When interviewing old policyholders it js 
well to make inquiries regarding immediate 
members of the family. If the insured has a 
brother or brother-in-law uninsured or under. 
insured, it is to his interest to see that the 
company, and not himself and other members 
of his family, carries the risk. It is nota 
difficult matter where such relationship exists, 
to convince the insured that he is rightly in- 
terested in the proposition, and a letter or card 
stating that he is already insured with the 
company will have great influence in closing 
the business—The Agents’ News-Letter. 








The Main 
Effort 


shortening the selling process. 


best minds in the business. 


The main effort of this Company is devoted to in- 
creasing the production of the individual agent by 


By that we mean supplying a Lead-getting Service 
that really produces profitable business, a Service to 
Policyholders that builds the agent’s good-will and 
develops his clientele, and a first-class Educational 
Course that teaches him how to combine his ability 
with the selling knowledge and skill of some of the 


There are agency opportunities here for men of the 
right calibre. For information, address: 


T. LOUIS HANSEN, Vice-President 


The Guardian Life Insurance 
Company of America 


Founded 1860 under the Laws of the State of New York 


50 UNION SQUARE 


NEW YORK 
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FOUR YEARS YOUNG 


Our Business in 1924 
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since our organization start- 
ed—$202,476.15. 


SALESMEN WANTED 


Minnesota, Iowa, Nebraska, Missouri, Kansas, 
Arkansas, Oklahoma and Texas. 


National Reserve Life Ins. Co. 


GEO. GODFREY MOORE, President 
Topeka, Kansas 


New Home Office Under 
Construction 











STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE 33 CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 














STUDY OF 


WORKMEN’S COMPENSATION 


Insurance Laws and Service 


MONOPOLY OR COMPETITION 


By the Impartial Committee on Workmen’s 
Compensation Insurance to the 


CINCINNATI CHAMBER OF COMMERCE 


Over 1000 Pages of Testimony Elicited at Hearings 

in Various Cities from Prominent Business Men and 

Public Officers. Recommendations adopted by the 

Cincinnati Chamber of Commerce, including one for 

“A Well Regulated Plan of Competitive Compen- 
sation Insurance”’ 


Price, delivered, Cloth Binding, $5. 





THE SPECTATOR COMPANY 


Sole Selling Agents for Insurance World 


CHICAGO NEW YORK 











1923-1925 SUPPLEMENT 


THE INSURANCE LAW of NEW YORK 


By AMASA J. PARKER, Jr. 
of Albany, N. Y. 


This book contains the amendments made by 66 
laws enacted in 1923, 1924 and 1925 to 112 sections, or 
over one-quarter of the total number of sections of the 
Insurance Law. It brings up to date the law as con- 
tained in PARKER’S NEW YORK INSURANCE 
LAW, 1922 Edition. New matter is set in italics, and 
matter omitted is enclosed in brackets, so that the 
possessor of the 1922 edition can readily ascertain 
exactly what changes have been made in 1923, 1924 
and 1925. Following each section are copious notes 
explaining the purpose of the amendments. There 
are also citations to the opinions of the courts of the 
State and reports of the Attorney-General construing 
the sections. 


Price, cloth binding, $3.50 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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OUT IN INDIANA 


The state of history, a leading commonwealth in agriculture 
and manufacturing, can be found the widest possible scope for 
successful men in Life Insurance Salesmanship. THE WEST- 
ERN RESERVE LIFE INSURANCE COMPANY of Muncie, 
Indiana, has just closed a MILLION DOLLAR deal on one of 
the largest manufacturing enterprises in the west. The com- 
pany is making satisfactory progress and can use capable men 
in its organization under advantageous contracts. Address 
communications to either— 

Gaylord Davidson, Agency Manager, 
John W. Dragoo, Secretary, 
J. H. Leffler, President. 














THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
LargestFraternal evasibinndany te sea Exclusively of Women 


The Rates are Adequate 
Total Membership is over 268,000 
The Reserve Fund is over $19,000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of its Members 
Health Service at W. B. A. Health Centers 
Visiting Nurse Service Free for Sick Members 
Summer Camps and Clubs for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 
Write for Information to 


MISS BINA M. WEST MISS FRANCES D. PARTRIDGE, 
Supreme Commander, Port Huron, Michigan Supreme Record Keeper, Port Huron, Michigan 





YOU may be the fellow we want. 
WE may be the Company you want. 


LOUISIANA STATE LIFE INSURANCE CO. 


HOME OFFICE SHREVEPORT, LA, 
J.C. EVERETT, Mgr. J. E. LEEPER, Mgr., 
317 Wileon Bldg. P. O, Box 1077, 
Dallas, Texas Little Rock, Ark. 


Will open new terri- 
tory if justifiable. 























HOME LIFE 


Insurance Company of New York 
ETHELBERT IDE LOW, President 
The 65th Annual Report Shows: 


Premiums received during the year 1924................0% $8,003,453 
Payments to Policyholders and their Beneficiaries in Death 

Claims, Endowments, Dividends, etc...........2eeeee0. 6,321,524 
RINE AOR OE go vcicnicio.o:s alia once St)s oo ace edi ersis os ees babes 2,801,996 
Actual Mortality 62.4% of the amount expected. 
MURNUOP CURRIE TAD RNIIOE 6. gaa «0.0'sreiu aa 016 4@ sb-0i8.6-5' 8 8 se RESO OS 260,530,414 
PE ERED wos 5.5/6.0 .5\5:0 RG cWw OS A sa ree Ne Oe Bea ORES wohe 51,457,218 


For Agency Apply to 
GEORGE W. MURRAY, Supt. of Agents 
256 BROADWAY NEW YORK 

















GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 


presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 

The States of West Virginia, Virginia, Ohio, Kentucky, Ten- 
nessee, South Carolina, North Carolina, Georgia, Michigan, 
Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y 








The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
eeeey POLICIES contain valuable SPECIAL DISABILITY and 
AND PERMANENT DISABILITY CLAUSES and DOUBLE 

INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 





Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 
Dr. E. Bryan Kyle, Medical Director 
Independence Square Philadelphia, Pa. 




















SOUTHERN LIFE AND HEALTH INS. CO. 
‘“‘Oldest and Best’ 


Has openings for good debit men and business 











Full Home Office co-operation enables our agents to 
succeed. 
Desirable territory open to men of ability. 


ASSETS OVER SEVEN MILLIONS 
INSURANCE IN FORCE OVER FIFTY-FIVE MILLIONS 











producers. The Capitol Life Insurance Company 
P. O. BOX 884 BIRMINGHAM, ALA. CLARENCE J. DALY, President. DENVER, COLORADO 
LOUIS W. MACK, President GEO. H. SCOTT, General Agent JOHN D. MARTIN, Secretary 




















pany 


FIRE AND MARINE AMERICAN GENERAL HOME OFFICE BUILDING AN AMERICAN COMPANY 
INSURANCE 326 NORTH MICHIGAN BOULEVARD FOR 
AND ALL ALLIED LINES C. A. FARWELL, Managing Underwriter AMERICAN PEOPLE 
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FIDELITY axnp SURETY BONDS 


ACCIDENT, HEALTH, BURGLARY, AUTO- 
MOBILE, LIABILITY, PLATE GLASS AND 
WORKMEN’S COMPENSATION INSUR- 
ANCE. 


Rockford Life 
Insurance Company 








CAPITAL, $2,450,000.00 


ASSETS, $8,358,829.72 SURPLUS TO POLICYHOLDERS, $3,468,675.94 


Union Inpemnitry 
Compan 


Great Eastern Department 
100 Maiden Lane 
New York 


Executive Offices 
830-836 Union Street 
New Orleans 


WANTS MORE 


= SALESMEN 


Atlantic Life Insurance Company 
RICHMOND, VIRGINIA 


General Agency openings available in: 

















Home Office: Rockford Trust Building 


West Virginia Kentucky 
Alabama Georgia 
Michigan Texas 


North Carolina 











Assets more than $13,000,000 
HONESTY IS THE BEST POLICY 


—- Good Openings for Representatives in 


Equitable Life Insurance Company Illinois, Minnesota, Iowa, Ohio, Indiana and Michigan 


of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 
Delaware 











Apply Francis L. Brown, Vice Pres.-Secretary 




















. HENRY P. BLAIR 
: JOSEPH SANDERS 
. WILLIAM A. BENNETT 
. ALLEN C. CLARK 
. GILBERT A. CLARK 


WASHINGTON, D. C. 


President F e * 
Vice President . 

2nd Vice mee (Agency Supervisor) . 
Secretary 

Actuary 


Main Office, 816 Lith pre N. W. 


MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City. 

















THINK 


THE COMPANY. 











THE MANAGEMENT. 


Practical insurance men of long experience 
and conspicuous success. 


MISSOURI, KANSAS, 
COLORADO, TEXAS. 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN. Secretary 


they are built for speed and endurance 
and can qualify for general or state agency 
work, will find it to their advantage to 
communicate with 


OKLAHOMA, 
The best territory 






THE TERRITORY. 














If you are determined to succeed and become 
a factor in the Casualty and Surety field, the 
Continental Casualty Company will help you. 





THE LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building, 






Casualty Insurance Surety Bonds 


All forms of Accident and Health policies, includ- 
ing Non-Cancellable Income Protection Policies. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. ALEXANDER, Pres. 
910 S. Michigan Avenue 






Topeka, Kansas. 









CHICAGO 
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Non Assessable Policies 
SUBSTANTIAL SAVING 





Keystone Indemnity 
Exchange 


Insuring all classes of Automobiles for 


FIRE, THEFT, COLLISION, PROPERTY 
DAMAGE and PERSONAL 
LIABILITY 








Keystone Indemnity 
Company 


Attorney-in-fact 





R. A. CHASE 
President 


Otis Building 
PHILADELPHIA, PA. 


Special Representatives desired in Pennsyloania and Maryland 

















Provident Mutual 


Life Insurance Company of Philadelphia 
Pennsylvania Founded 1865 ° 


1865 SIXTY YEARS OLD 1925 


Provident agents in their approach have 
the advantage of the national advertising of 
the Company which is striking and original, 
and also of a Direct Mail Campaign. 




















THE HANOVER FIRE INSURANCE COMPANY 


Continuously in business since 1852 

The real strength of an insurance company is in the conservatism of its 
management, and the management of THE HANOVER is an absolute 
assurance of the security of its policy. 
Charles W. Higley, President Montgomery Clark, Vice-President 
J. G. Hollman, Secretary H. T. Giberson, Treasurer 
F. E. Sammons, Asst. Secy. A. E. Gilbert, Asst. Secy. 

Home Office, Hanover Bldg., 34 Pine St., New York 


























AUTOMOBILE INSURANCE 


By AMBROSE RYDER 
A NEW, COMPLETE, STANDARD TREATISE 


Ideal for Agents, Brokers, Adjusters and Underwriters. 
A Handy Reference Book for all Fields of Automobile 
Insurance. 


Covering this unique and ideally arranged book The Eastern 
Underwriter says it is ‘‘Written in his best and cleverest vein 
by one of the country’s leading experts on the subject.” 

This excellent reference and text-book has been written in 
non-technical language, to fill a long-felt need for some standard 
work on automobile insurance—a book that will be of use to 
the man in the field as well as the man in the office. This book 
will save endless correspondence between the agent and the 
home office on matters pertaining to special coverages, policy 
features, how to insure unusual risks, fleet rating, etc. 


DO YOU KNOW THAT 
THERE ARE MORE THAN 20 DIFFERENT KINDS OF 
AUTOMOBILE INSURANCE PROTECTION? 


These and many other matters are carefully explained in 


. AUTOMOBILE INSURANCE 


A separate chapter is devoted to SALES METHODS in use 
by successful agents and brokers in various parts of the country. 

A prominent claims man has said: “I have read Automobile 
Insurance and it has given me a better understanding of some 
automobile insurance problems than I was able to gather 
during many years of practical claims experience.” 

It is an ideal book for young people in insurance offices, who 
are anxious to broaden their knowledge of automobile insurance. 


LEND THEM A HELPING HAND! 
Price per copy, $3.75 


THE SPECTATOR COMPANY 
CHICAGO 


NEW YORK 








PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 
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